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FTER Christmas 
should be just as 
important as before 
from a merchandis- 
ing standpoint. It is 
the hardware dealers’ 
opportunity to sell 
surplus stock. Read 
“Getting the After 
Christmas Trade’”’ on 
page 55. 
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HONOGRAPHS 
came in for a lot 
of publicity this year 
and the wise mer- 
chant is he who capi- 
talizes this and 
pushes phonographs 
just as hard now. as 
he did a few weeks 
ago. Some ideas on 
page 58. 


x 


SHE portable 
heater is more 
popular this year 
than ever and sales 
should be at their 
height in this line. 
These cold mornings 
are your best friends 
in selling oil stoves. 
Read ‘‘Mid-Winter 
Sales of Oil Heaters’”’ 
page 60. 
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wl HERE is no set 
season for selling 
tool boxes but this 
very time is a good 
opportunity to push 
them to the front. 
The carpenters will 
be needing them 
soon. ‘‘The ‘Season’ 
For Selling Tool 
joxes” page 62. 


|) HE esteemed Mr. 
Webster who 
wrote the dictionary 
unfortunately was 
not a hardware man. 
He may have been 
technically right with 
his definitions, but on 
page 65 appears the 
real meaning of 
“hardware store.” 


RS 


RE you reading 
A the market re- 
ports these days? 
They are of the high- 
est importance to the 
merchant and will 
save you many dol- 
lars if they are care- 
fully followed. It will 
pay you big to spend 
time on them. 
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A Profitable 


Resolution 


Don’t procrastinate, decide right now. Make up 
your mind to become a National dealer. 


You couldn’t make a better or more profitable reso- 
lution, for by selling National Garage and Builders’ 
Hardware you best serve the interests of both your 
customers and yourself. 

Your customers, because you enable them to pur- 
chase better hardware—hardware with a lifetime of 
service and satisfaction built right into it. 





Yourself, because National creates customer good-will for your store, it turns 
occasional buyers into permanent customers and brings the vast throng of 
National satisfied users to your store. 

Like our well-known and most prominent citizens, the National line needs no 
introduction. National quality is firmly imbedded in the minds of the great 
American buying public. 

Here’s our Big 4 Flexible Barn Door Hanger. Built entirely of steel on ex- 
tremely heavy lines and fitted with anti-friction-steel roller bearings to give 
the door a perfectly free motion. 

The Big 4 Hanger has many unique features, sought by others, but attained 
by none—these features give it numerous sales advantages. 


Ask us about them, and make your resolution right now to become a National 
dealer. 


National Mfg. Co. 


Sterling, Illinois 
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Getting the After Christmas Trade 


There Is Plenty 


of Business for the Dealer Who Will Go 


After It—Many Presents Have Suggested Things That 
Are Necessary to the Average American Household 


body good” and even in the 

inevitable slump of gift 
articles after Christmas there are 
high lights which may lead the dealer 
on to many a sale. 

Do not be in a hurry to dismantle 
your Christmas window. 

Many a longing eye has been cast 
on the things displayed there while 
the money that might have bought 
them had to be spent for gifts. 
Many an article from the display 
was bought with the secret longing 
to possess it. One of the first 
thoughts on Christmas may be that 
the “dollar that Santa Claus left” 
will now make the purchase possible. 

Remove the bells and the holly if 
you wish, but leave the display for 
a day or so. Money is a universal 
Christmas gift and the .hardware 
man may turn a good deal of it into 
his cash drawer if his windows show 
the goods. 

Another excellent reason for leav- 
ing the display for a while is its 
efficacy in clearing off such lines as 
are more especially adapted to holi- 
day trade than to regular stock. 
Don’t be in a hurry to disperse your 
Christmas show window. 

Almost everyone drops into a 
hardware store at one time or an- 
other for something. Some, like the 
mechanic, for example, are fairly 
steady visitors, but day in and day 
out the trade that clears the shelves 
of small articles and side lines, the 
trade that pays cash and comes back 
again is through the housewife and 
the small boy. 

Both these purchasers have been 
substantially considered in the holi- 
day stock, but now that the season 


“T T is an ill wind that blows no- 


By EbDITH HOLLOCK OLIVER 


has passed, it is well to remember 
that they are the ones to whom 
Santa Claus is most likely to have 
left his gift in the shape of nice 
clean crackling bills, and also that 
they are the classes above all others 
who will find what they want in the 
hardware store. 


The Housewife’s Christmas Money 


The housewife’s mind runs in two 
distinctly different channels when it 
comes to spending the Christmas 
dollar. First she will decide upon 
what to spend the substantial amount 
given to use at her discretion, and 
then she will think of the always 
necessary completion or develop- 
ment of household gifts. A washing 
machine, for example, calls for a two 
way socket—for an ejector; a rack 
to hang the clothes on; an indoor 
clothes line, and other items peculiar 
to her domestic entourage. There is 
an endless perspective of articles for 
the dealer to suggest along the lines 
of perfecting the substantial gift 
through small conveniences. 

Every woman has a soft spot in 
her heart for nice china and glass 
and there is something to tempt her, 
whether she lives in a house with a 
large family or all alone in a fur- 
nished room. 

China right after Christmas may 
very readily mean a dinner set; a 
tea set; or a chocolate set. In a 
small town the open pattern is by 
long odds the most satisfactory, as 
the housewife is constantly adding 
to it or replacing it. Ice water or 
lemonade sets and separate tumblers 
are always salable. 

Oven glass has come to be so popu- 
lar that it holds a staple although 
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dual place in the china closet,’ for 
the designs are so pretty that food 
is not only cooked in them, but 
brought direct to the table. There 
is a vagrant but always profitable 
road to all sorts of salad bowls and 
preserve sets and their kin, which 
the dealer may take if he chooses. 

The housewife will be eager to 
arrange her gifts and there are many 
small but indispensable articles she 
will need to accomplish this which 
are not only indispensable, but which 
will go far in teaching her the in- 
valuable habit of going to the hard- 
ware store. She may have photo- 
graphs or pictures and needs push 
pins or hooks to hang them on. She 
will be open to the suggestion of the 
pretty line of white enamel fixtures 
for the bathroom to hang her new 
towels on and set out her new soap 
dish, etc. 

Have a stand of Carborundum 
knife sharpeners displayed and the 
possibility of keeping the new carv- 
ing knife always sharp will usually 
sell one. 

A little item, but one which the 
housewife will welcome, is the new 
tea strainer which strains through 
the entire spout and also has an at- 
tachment which holds the lid on no 
matter how much the teapot is tipped 
in pouring. Every woman has a 
collection of beloved teapots which 
are quite useless because the lid, at 
one time or another, has fallen off 
and broke itself. 

Another small item which the 
housewife, intent on arranging her 
gifts, will welcome, is the magnet 
hammer which carries its own tacks 
to the spot and taps them in without 
the bruised fingers which a mere 
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A display like this left in after Christmas will sell cutlery and electric goods 


man can never properly appreciate. 

All women like to “‘fix things” and 
a little soldering kit sells usually on 
presentation. 

Catering to the Boy 

There are things, many things, 
which the small boy always wants 
even after he ceases to be smali. In- 


deed there are staid and gray haired 
parents of the male sex who admit 
in their softer moments that they 
enjoy them still at second hand 
through their sons. 

Pocket knives stand at the head 
of this list and the boy with Christ- 
mas money to spend will always stop 


if he does not come in when there 
are knives on display in the window. 
Another universal favorite with 
the small boy is the tool chest—that 
is, the chest with real tools in it, the 
kind he picks out himself when he is 
spending his Christmas money. 
Traps are attractive to every boy, 












































A reminder that the silverware at Christmas needed improving 
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and the fact that they are practically 
profitable in this day of high prices 
for furs is a fine selling point. 

Any kind of gun appeals to any 
boy, but the better the gun the more 
it appeals, and when the youngster 
comes in to “look” at them you will 
find that he knows it, lock, stock and 
barrel, whether it is an air rifle or 
the real thing. There are also many 
accessories to be sold in line with the 
purchase of a gun. 

Fishing means so much to a boy 
that the sight of a real fishing kit is 
irresistible, for the day has gone by 
with boys as well as their elders 
when they are satisfied with any- 
thing but the best. The question of 
bait is a great one, and some of the 
new devices for holding such things 
as pork fat or other readily pro- 
curable fish lures is a good selling 
line. Fishing kits neatly put up are 
much more popular than they used 
to be before the scouts raised the 
standard of sports and outing. 

Two small but profitable items are 
a waterproof pocket match safe and 
a small reliable compass. 

Skates, skis and their accessories 
will be popular as long as there are 
boys to use them. There is money 
in sharpening skates and also in 
bringing boys into the store. 
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Wagons of all kinds are in season 
all the year and roller skates are 
among the things which boys save 
up for always. 


More Expensive Toys 


A “movie” machine is always a 
delight to the boy and the kind that 
are also magic lanterns are among 
the most satisfactory toys to handle. 

For the dealer who goes in for the 
more expensive “boy things” there 
can be nothing better than a motor 
bike or motor wheel. There are 
some excellent new ideas along this 
line which the boys in the locality 
can probably tell you all about. 

Welcome the boys, for 
ances are deceptive; very grubby 
looking kids are often the nicest, and 
many a Christmas dollar lurks in 
very rough and _ ready pockets. 
There is no better trade than the 
boys who know what they want, for 
in all the world there is nothing more 
appealing than the boy’s earnestness 
in expressing his desires nor more 
effective in getting the money to 
gratify them. 

As a rule the best stocks for post- 
Christmas sales in children’s toys or 
fancies are among those for the 
older ones, who come and make the 
selection themselves. 





“The End of Salesmen Unless—” 


The following excellent thought from 
the pen of Ralph Barstow in the 
“Helix,” Greenfield Tap & Die Corp., 
is reproduced herewith: 

“The consumer knows more about 
the merchandise than the person who 
is trying to sell it to him.” 

There you have the flat statement 
of a sales manager who has spent the 
past six months on the road. 

That means the end of salesmen— 

Unless the salesmen get on the job 
in one devil of a hurry. Because, a 
continuation of such a condition means 
just one thing, namely, the adoption of 
“Woolworth methods” wherein the 
goods are well displayed, carefully 
marked and explained in print and a 
clerk (nothing else) assigned to take 
the money, make the change and wrap 
the goods. 

It is a searching question. Can you 
ask it of yourself and give an honest 
answer? Do you know more about your 
goods than the man to whom you are 
‘rying to sell them? Do you? Never 
mind the alibis for a minute; no matter 
how good a reason you say you have 
for not knowing. That doesn’t answer 
the question. Do you know more about 
the goods than the man to whom you 
are trying to sell? 

No sales manager, no employer, no 
boss will grease the skids for you if 
you are forced to admit that you know 
less about the goods than does the cus- 
tomer. You won’t be fired out of hand. 


BUT, you will find yourself drifting 
lower and lower in the scale of respon- 
sible work, year by year, until some 
day, with a bitter laugh you will recall 
the fact that some one said something 
about “Woolworth methods,” and you’ll 
be occupying the somewhat ornamental 
position of the clerk who takes the 
money, makes the change and wraps up 
the goods. 

This is no time for fooling one’s 
self—the eagle eye is on the order book 
now and the expense of selling means 
more than it has for years. They are 
letting people who do not produce out 
of the back door and the old “ Help 
Wanted” column in the paper is being 
worn thin by many eyes. 

The man who honestly admits that 
he doesn’t know enough about the goods 
he is selling is the one who will set to 
work nights to learn in a hurry the 
things he needs to know. 


SAMUEL EMLEN DEAD 


Samuel Emlen, pioneer lawn-mower 
manufacturer, the oldest recorded min- 
ister in the Philadelphia Society of 
Friends, and head of one of the most 
widely known families in Germantown, 
died Dec. 5 in his home, 121 West Coul- 
ter Street. He would have been ninety- 
two years old next March, and was a 
founder of the business now conducted 
by the Philadelphia Lawn Mower Co. 
in Philadelphia. 


appear-_ 
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Mr. Emlen leaves five children, four- 
teen grandchildren and twenty great- 
grandchildren. 

The Emlen family and the Cope fam- 
ily, to whom they are related by mar- 
riage, have settled very largely about 
the old estate known as Awbury, on the 
east side of Germantown, about Wash- 
ington Lane and Chew Street. A large 
portion of the estate was presented to 
the city some years ago, and has been 
turned into a park, the mdney being 
given by Miss Cope. 

The Awbury mansion is occupied by 
Mr. Emlen’s oldest son, George W. Em- 
len, who married a daughter of Thomas 
P. Cope, founder of the old Cope line 
of steam packets, which was the origi- 
nal American packet line between this 
port and Europe. 

Mr. Emlen was born in Middletown, 
Chester County, where his father and 
grandfather had lived. His father 
came to Philadelphia many years ago 
and lived in Chestnut Street, opposite 
the State House. Later he returned to 
Chester County. 

Samuel Emlen settled in this city in 
his early manhood and entered the 
conveyancing business. Later he was 
one of the founders of the firm of 
Graham, Emlen & Passmore, manufac- 
turers of lawn mowers and agricultural 
implements, at 631 Market Street. The 
firm was succeeded about thirty years 
ago by the predecessors of the present 
Philadelphia Lawn Mower Co., Thirty- 
first and Chestnut streets, Philadel- 
phia. 


WHEN CONSTANTINE WENT 
BACK TO GREECE 


When Constantine went back to 
Greece, after his short sojourn in 
Switzerland, where he had taken a 


rest cure from his monarchical trou- 
bles, he found a clean-shaven Greece 
because the Greeks in his absence re- 
formed their tonsorial customs, having 
acquired the custom of shaving from 
the Western European garrisons that 
have been acting in unison with the 
Greek army. 

That is the only explanation that can 
be found for the fact that $100,589 
worth of American ‘razors have been 
imported into Greece during the last 
year, which is an increase over the pre- 
vious year of exactly 21,450 per cent, 
possibly the biggest individual increase 
in foreign business ever witnessed by 
the American cutlery industry. Having 
taken a fancy to American razors the 
Greeks also have been very appreciative 
of other kinds of American cutlery. 
Exports of table cutlery to Gr-2ce 
amounted to $14,428 and of ge »¥ al 
utility cutlery, including shear; nd 
pocket knives, to $13,628. 


The Miles Piston Ring Co. of Ill. ois, 
910 West Jackson Boulevard, Chit2go0, 
Ill., has been incorporated with a capi- 
tal of $150,000 by C. H. Miles, H. T. 
Hollingshead and G. W. Stratton, to 
manufacture piston rings and other 
specialties. 








Keep On Pushing Phonographs 


Because Christmas Is Over Is No Reason That Sales 
in This Department Should Slacken—Take Advantage 
of the Advertising That Has Been Done This Year 


By W. B. STODDARD 


ber of hardware merchants are 

finding that it is exceedingly 
profitable to handle phonographs and 
records. According to the testimony 
of a number of dealers who have in- 
stalled them, they sell well at any 
season of the year, not being limited 
to the holiday trade by any means. 
In fact, the summer trade is ex- 
ceptionally good, as they can be 
handled to excellent advantage with 
sporting and outing goods. 

D. W. DePrez, of the J. G. De- 
Prez Hardware Co., Shelbyville, 
Ind., recently said: ‘“‘We push our 
phonographic department just as we 
do all of our other lines, averaging a 
display in the newspapers every ten 
days. We also mention phonographs 
and records frequently in our store 
paper, ‘Pep.’ The mere mention that 
‘Mrs. Smith has bought a Blank 
phonograph’ will result in scores of 
her acquaintances calling on her to 
hear the new instrument. We sell 
only the best machines, and after 
hearing a number of selections 
many of the visitors are filled with a 
desire to possess a victrola of their 
own. Even if they possess a machine 


i season an increasing num- 


they generally hear several new rec- 
ords—for we take care to urge the 
inclusion of some of the latest re- 
leased records with the initial order 
of music that accompanies the new 
machine—and the next time they 
come to the store there is generally 
an inquiry for one of those that they 
have heard and which happens to 
strike their fancy.” 

They recently arranged a most 
attractive window to feature their 
talking machines. The floor was 
covered with powdered cotton to 
represent snow, and in the back- 
ground were small trees, also thickly 
powdered. In the foreground was a 
toy house about four feet high. The 
door was open and the _ interior 
brightly lighted. Here in a high 
chair sat a doll, gazing at a full size 
phonograph, which took up the 
greater part of the interior of the 
house. The window was lighted by 
bulbs of blue glass, which gave a 
moonlight effect to the scene—the 
bright light in the little house caus- 
ing the graphophone to stand out 
distinctly. 

Advertising Records 
The majority of people have but a 

















A holiday scene that sold phonographs and records 
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faint conception of the great variety 
of records that are being produced 
and it takes an ad like that of a 
hardware concern in Lancaster, Pa., 
to bring home the fact that they can 
get practically any variety they de- 
sire. This enterprising firm re- 
cently took an entire page in the 
local paper, in the center of which 
they placed the cut of a fine victrola. 
Above, below and on either side of 
the phonograph were little boxes, on 
the top of which was printed one of 
the headings—concert songs, senti- 
mental ballads, comic, Italian gems, 
patriotic, Scotch airs, revival hymns, 
musical comedy gems, opera gems, 
church hymns, popular songs, sacred 
songs, marches, transcriptions, 
Hawaiian airs, folk songs and de- 
scriptive; as well as jazz, mazourka, 
fox trot, waltz, one-step and two- 
step. In such a list there was music 
of a kind to please the most diverse 
of tastes. Incidentally, they gained 
considerable publicity for their 
dance records by offering a victrola 
and a good supply of records for the 
use of public dances. Once the young 
people found to what good advantage 
they could be used in these public 
dances they were quick to see the 
possibilities of same for little in- 
formal dances at home, and the sale 
of this class of records was given a 
decided impetus. Not only that, but 
vocal and descriptive selections, to be 
placed upon the machine while the 
dancers were resting, were also 
freely loaned, and in this way the 
latest song hits of the metropolis 
were brought to the attention of the 
public as soon as they were received 
in stock, resulting in an early call at 
the store for some of those heard at 
the dance which had struck their 
fancy. 

A window display which would 
have effectively complemented the 
page ad of the above firm was shown 
recently by a Chicago store. In the 
background was a bamboo arch, from 
the ends of which swung Japanese 
lanterns, lighted at night. Fastened 
to the arch were a large number of 
immense sunflowers, of yellow paper, 
with a record forming the heart of 
each. Matting covered the floor and 
several records were strewn upon it. 
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Inthe center was a phonograph with 
an electric motor attachment, and a 
card: 


Stop Winding Your Machine! 


Buy one of our Electric Motors, 
only $20 


One of the most successful mid- 
winter displays for bringing the 
phonograph and records to the atten- 
tion of the public was that of the 
Weyman Co., Philadelphia. In the 
background was a large canvas drop 
showing a winter landscape by moon- 
light. In front of this was a tree 
with bare branches laden down with 
cotton snow. Near the tree stood a 
reindeer—borrowed from a local 
taxidermist—drawing a sledge, on 
which was placed a handsome vic- 
trola and records, as well as a big 
bag filled wtih bugles, horns and 
other instruments. Falling from the 
sledge was a drum, and around the 
base of the snow mound were placed 
a number of records. 

Records make very acceptable 
gifts at all times, not only at the 
Christmastide, but for birthdays and 
anniversaries, and the only reason 
more are not sold as such is because 
people have not been trained to see 
how appropriate they are for such a 
purpose. 

The Birthday Present 


Most merchants seem to lose sight 
of the fact that there are far more 
birthdays than holidays,- and far 
more anniversaries than weddings, 
and once the holiday season is past 
fail to push the phonograph business 
as it should be done. 

It frequently happens that one per- 
son will purchase a victrola and 
others will buy records for it; or 
perchance will purchase some other 
gift for the happy pair. A fortnight 
before the first anniversary of the 
Browns, all who purchased wedding 
gifts are sent a neat little card: 


DEAR MADAM: 

Mr. and Mrs. James Brown 
(née Jamison) will celebrate 
the first anniversary of their 
wedding on March 25. It has 
just occurred to us that since 
you purchased a wedding gift 
for them you might like to re- 
member them on their anni- 
versary. 

As you probably remember, 
they were presented with a 
aandsome victrola at the time of 
their marriage, and a_ very 
eppropriate anniversary remem- 
brance would be one or more of 
the many records recently added 
t> our stock. 

We are always glad to have 
you come and inspect our stock 
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A Philadelphia window that 


of records, and to hear any of 
them you wish demonstrated. 
Yours very truly, 

If it happens that a card is mailed 
to a wedding guest who had pur- 
chased records for the victrola a year 
ago, he is reminded of the fact, and 
the names of the records he pur- 
chased quoted, in order that he might 
not by any chance duplicate any he 
had already purchased. The above 
letter is, of course, sent only to those 
who have purchased wedding gifts. 
Another card system is adopted to 
remind people of birthday anni- 
versaries. The person who gave the 
victrola is reminded a week or so be- 


brought in record customers 


fore the anniversary, and it is sug- 
gested that this year the gift take 
the form of a number of high grade 
records. At the time the victrola is 
purchased as much information as 
possible is obtained regarding the 
recipient-to-be. If he is married; if 
he has any children; brothers or 
sisters; father and mother. The 
addresses of all these are secured, if 
possible, and they, too, are can- 
vassed regarding the purchase of 
records as a birthday gift. In most 
cases this little reminder is grate- 
fully received, as it offers a practical 
gift, and one that is sure to give 
pleasure to the recipient. 


Engman Matthews Builds New 
Factory at Goshen, Ind. 


Opening by the Engman Matthews 
Range Co. of the new Range Eternal 
factory at Goshen, Ind., is one of the 
most interesting developments of the 
year in the stove industry. Ever since 
its organization, nine years ago, the 
growth of Engman Matthews has been 
rapid. Two years ago the expansion 
of business was such that it began to 
feel cramped in its old quarters, and 
began formulating plans for a new fac- 
tory, big enough to take care of the 
demand for its product. Goshen, Ind., 
just 30 miles from its old home. in 
South Bend, was selected as the most 
desirable location for the new plant. 

A site of 18 acres on the main line 
of the New York Central Railroad and 
on the paved ocean-to-ocean Lincoln 
Highway was purchased and ground 
broken last May. Now every depart- 
ment of the new plant is in operation. 

The capacity of the new plant is 75,- 


000 finished ranges a year. The main 
building is 80 ft.-wide and more than 
1100 ft. long. There are also four large 
wings, an office building, garages and 
other units. 

The progressive one-line assembly 
method has been developed to a fine 
point. Materials go in one end of the 
plant, work down through its length, 
and come out at the other end, ag 
finished, inspected and crated rangeg 
ready for shipment. 

The whole plant is completely fire- 
proof. It is of hollow tile, concrete and 
steel construction throughout. Every 
room is flooded with light and pure air. 
All floors are concrete, except where 
the men have to stand, and these por- 
tions are floored with an asphalt-like 
material which prevents fatigue. 

In the basement of the office building 
there are well equipped recreation and 
club rooms. 








Mid-Winter Sale of Oil Heaters 


The Little Friend of the Chilly Can Be Put in Every Home 
for the Entire Winter—There Are Many Arguments 


in Favor of the Portable Heater for All Winter Use 


N order to move oil heaters “out 
I of season” a change in price is 
not needed so much as a change 
in viewpoint. It is. the popular idea 
in the minds of many, that when fur- 
nace fires are lighted oil heaters 
should be put in the attic and sales 
drop off and generally stop alto- 
gether. But all popular conceptions 
are not sound; past practices can be 
successfully reversed. It is not only 
possible but quite true that there is 
a bigger, wider market and a longer 
selling season for oil stoves than for 
a few weeks during the chilly season. 
If oil heating stoves can be suc- 
cessfully used, economically and with 
comfort, throughout the winter, then 
the dilema becomes an opportunity 
for more business and more profits. 
General conditions are ripe for a 
brisk and prolonged season in small 
heaters of all kinds. Fuel prices are 
scandalously high and the always good 
economy appeal will loom larger than 
ever this winter. When our cus- 
tomers realize that for the price of 
a half ton of coal they can save many 
tons during the life of the portable 
oil heater, they will dive for their 
wallets with both hands and sales 
will be made in jig time. Stress the 
economy idea and get action on the 
oil heater business. Get out of the 
rut of regarding the stock of heaters 
on hand after Dec. 25 as overstock 
and view it as a means of economy 
to your good customers and a source 
of revenue to yourself. Then that 
frown of worry will melt into a smile 
of satisfaction. 


The Tale of Economy 


Its a whole-hearted story—the 
story of oil stove economy. No one 
need to mince words or urge the 
point weakly, for oil heaters posi- 
tively beat the world in low oper- 
ating cost per heat unit. The cost 
of a gallon of oil is nothing com- 
pared with $18 coal and one gallon 
gives many hours of intense cozy 
heat. One can almost become elo- 
quent and certainly should be en- 
thusiastic in emphasizing the econ- 
omy of oil stove heating. It’s just 
the news the consumer wants to hear 
and you can tell it so effectively and 
persistently that he eagerly becomes 
a pleased buyer. 

But besides wanting to know it 


will be economical, he will seek as- 
surance that it is adaptable to his 
needs. As an aid to the furnace- 
supplemental heating—there is a 
strong and striking story back of 
the portable heater. Where there is 
a house to be heated there are cold 
corners and chilly rooms. Right here 
the oil heater steps in with its warm 
smile and sunny rays and brings 
cheer and comfort. Bath rooms al- 
most invariably require additional 
heat. If there is a baby or child to 
be bathed daily mother surely wants 
quick, certain heat at the right time 
and the right place. And the oil 
heater fills that want completely. 
The cold room and the cold corner 
make the small, easily carried heater 
a veritable life-saver, not only in the 
fall, but from snowfall till spring- 
time. The big window beside which 
we all like to sit and read, because of 
the good light, the outlook and cheer- 
fulness, is a cherished but abandoned 
spot when winter winds blow. It’s a 
sacrifice of comfort and a risk of 
health to read by the window during 
severe weather. But the small 
heater steps in here and makes that 
cheery spot as warm and inviting as 
a sealskin coat. Another practical, 
every-house use for the oil heater. 


That “Perfect Heating System” 


And the rare and enviable house 
that has a “perfect heating plant” 
which proves the notable exception 
—and has the power to make even 
the remote room warm and comfort- 
able, even such a house has need 
of a small heater during winter’s 
bleakest days. For no heating sys- 
tem can be maintained at full effi- 
ciency 24 hours a day. It takes time 
to “fire up” and during that interval 
the small heater is a blessing and a 
convenience that none will despise. 
There’ll be no need of early morning 
sweaters or coming home to a cold, 
cheerless house after the theater if 
there is an oil stove to give quick 
and abundant heat. The only house 
that doesn’t need a small heating 
stove from September to springtime 
is the house that is closed for the 
winter. 

It’s the new twist to an old idea 
that challenges attention and creates 
interest—the sort of interest that 
prompts the buying impulse. So in 
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telling the story of all winter useful- 
ness of the oil heater, tell it a little 
differently, follow the lead of a large 
manufacturer who is reaping fine re- 
turns on a selling campaign based on 
the idea “That’s the way to buy heat 
—by the roomful.” Then your story 
will be something like this: 


Heat By the Roomful 


“Yes, that’s the practical, economi- 
cal, sensible way to buy heat, that’s 
the way to get the greatest measure 
of warmth and comfort. It does not 
matter how much fuel is bought nor 
how much heat is produced unless 
you get the full benefit of it in the 
room where you want it. Sometimes 
you want a bathroomful, again a 
denful and again a diningroomful. 
The oil heater is the prompt and di- 
rect way to get it. It produces the 
heat on the spot. It provides heat 
instantly. 

“If you could build your house 
over again you would change a great 
many of the registers and radiators 
around, wouldn’t you? Why not let 
the oil heater save you that impos- 
sible expense? Why not let it be the 
register you need near the window, 
the increased capacity you demand 
in the bathroom? 

“Fresh air is necessary to health 
and the ordinary window sash lets in 
a good deal of it. But a comfortable 
degree of heat is equally as neces- 
sary. By putting an oil heater near 
the window you get both—fresh air 
and warm air. 

“These little furnaces throw out a 
clean, intense heat where you want 
it, when you want it, and furnish 
this maximum service at minimum 
cost, for one inexpensive gallon cf 
oil gives ten hours of glowing 
warmth. 

“The warm, cheerful glow of én 
oil stove makes it a favorite in many 
homes that have no open fireplace. 
It weighs only a few pounds and has 
a convenient handle for carrying 
from one room to another. It heats 
shaving water or warms up the coffee 
in a jiffy. It dries clothes indoors. 
Its uses are many, its blessings are 
legion. It’s the quickest, most 
economical, most satisfactory way to 
get heat when and where you vant 
| Pad 

There is material for a dozea or 
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Get the idea out of people’s minds that heaters are made only in black finish. 


more advertisements in the above 
paragraphs. Here is a selling idea 
that is sound and seasonable. Will 
you shelve your oil heaters now for 
the winter? Not if you put a little 
“pep and planning” into turning 
them into real cash at a paying 
margin. ‘ 


' Another Point 


One point which is apt to be over- 
looked by the hardware man is the 


fact that, aside from the economy , 


of the heater, they are extremely con- 
venient and can be carried by the 


displayed attractively 


chilly one from the bed room to the 
bathroom to the dining room and out 
into the hall. The writer remembers 
when the war was on and the bar- 
racks were chilly in the morning 
many officers carried their oil heaters 
from their rooms into the dining 
room and placed them near their 
seats. 

In the office the heater is used 
quite extensively. For instance the 
office of the HARDWARE AGE in New 
York has about twenty heaters and 
these get extensive use during the 
winter months despite the fact that 


Heaters can be made attractive and 


the building is usually well heated. 
Big offices where many people are 
employed cannot take the chance of 
being too cold to work in in winter 
and it has been found cheaper to have 
these handy little heaters around 
than to allow the clerical force to go 
home when the heating plant falls 
short of its duty. 

In every city other offices are fac- 
ing similar problems and it is but 
the work of a moment to convince 
the building superintendent or the 
office manager of a big concern that 
oil heaters are necessary. 
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Here is an orderly 


display of heaters that is bound 


to bring in customers during these days of cold weather 








The “Season” for Tool Box Selling 


Every Day in the Year Is Good for This Line but 
Now at the Least Busy Time for Carpenters Your 
Chances of Getting Attention Are Greatly Increased 


By JOSEPH L. O’CONNOR 


F you stop to think it over neces- 
I sities are few in number, and 

hard to name, aside from food, 
clothing and shelter. 

At the present day and date we 
have come to regard many things as 
necessities, simply because they are 
useful and by no means luxuries. 

For instance, take the railroads of 
the country—we all agree that they 
are necessities—and yet men traveled 
great distances and_ transported 
great quantities of goods before 
there were any railroads. 

Men transmitted messages over 
long distances before there were 
telegraphs, telephones or mail serv- 
ices. 

Men built the pyramids before 
there were steam hoists or even der- 
ricks. 

Men crossed the ocean before 
there were steamships—but— 

Railroads and telegraphs, and 
hoisting machinery, and the thou- 
sand and one other things that we 
have come to regard as necessities 
are so called because they save time 
and make quick accomplishment 
possible for the men who build. 

They are the tools men work with. 
The ingenuity of man has always 
turned in the direction of making 
accomplishment easier for man, and 
the first step has been to devise tools 
with which he can work to best ad- 
vantage. 


Machines are Housed—Why Not Tools? 


The great engines that turn the 
wheels of our factories are tools of 
industry. They are carefully housed 
and guarded against wear and tear, 
rust and accident. Why? Not be- 
cause they are pretty to look at or 
because men like to stand and watch 
the wheels go round, but because 
breaks and deterioration mean loss 
of time, the expenditure of labor 
and funds for repairs, and a set- 
back to industry. 

No man would think of buying a 
fine electric motor and setting it out 
in the yard to work until the weather 
ruined it—or thieves or vandals de- 
stroyed it. A man who did such a 
thing would be considered crazy. If 
he threw a few boards over it and 
called that protection for it, he would 
be considered just as crazy. Proper 


housing for this tool is a necessity 
because it prevents loss of time and 
value. 

If this is true, and I think few will 
deny that it is, why isn’t it equally 
true of the modern tool chest for the 
mechanic? 

The outfit of tools used by the 
average mechanic has grown, as have 
the tools of commerce and general 
industry, through the universal de- 
sire to save time, and to make man’s 
work easier for man. A hammer and 
a cold chisel will turn a nut—but a 
good wrench turns it in a fiftieth 
fraction of the time, and with a 
fiftieth of the effort. 


Care of Tools Is an Economic Necessity 


A man could grind a mass of steel 
away to any shape desired, with bits 
of stone, infinite patience and great 
care, but a lathe or milling machine 
shapes it in one ten-thousandth of 
the time—and so it goes. 

A man can throw his tools in a 
heap on his bench, or into a mess of 
tools in a drawer under it. He can 
take a soap box and put a cover on 
it to keep his tools in, but he 
shouldn’t because the time has come 
when a good tool chest is as much 
part of the machinist’s outfit as his 
wrench, hammer or pliers. 

His tools should be well housed, 
safe from injury, easy of access, and 
protected from borrowers or thieves. 
It is simply bringing the general 
principle down to the concrete. The 
workman, like the head of an indus- 
trial plant, must feel that such care 
of his tools is a necessity because it 
saves time and guards against a loss 
of value and a delay to industry. 


Tool Chests are Profitable Sellers 


A hardware dealer who would 
order his stock and as it came in 
would pile it all in a heap in the 
middle of the floor and sell from the 
heap, digging for what a customer 
called for as he needed it, might stay 
in business a week. It’s doubtful; 
but if on top of that he walked out 
at night and left the door wide open 
and his stock in trade unguarded—a 
week would be much longer than he 
could last—and yet that is about 
what the mechanic does who fails to 
equip himself with a good tool chest. 
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A tool chest is as necessary to him 
as are shelves and bins, and the locks 
on his doors to a hardware merchant 
—or the building that holds his ma- 
chinery to the manufacturer. . 

It would seem that the progressive 
hardware dealer can make capital of 
the mechanic’s needs and build up a 
very profitable business in tool 
chests. 


William J. Klauberg Dead 


William J. Klauberg, formerly pres- 
ident of C. Klauberg & Bros., Inc., 
Woolworth Building, New York, died 
Dec. 1 at his residence, 316 West 
Eighty-second Street. Mr. Klauberg 
retired from active business in 1919 
upon the return of his sons from over- 
seas. 

The late Mr. Klauberg was a great- 
grandson of Daniel Klauberg, a well- 
known cutlery pioneer in this country, 
who founded the present business in 
1819. William J. Klauberg for more 
than forty years was associated with 
the cutlery business in many of its 
phases. 

Shortly after Mr. Klauberg’s 
entrance into the firm he became a 
staunch believer in the powers of ad- 
vertising and subsequent methods by 
which he could sell cutlery by mail 
‘and immediately proceeded to expand 
by this means. 

In 1914 it was necessary for Mr. 
Klauberg to discontinue his active part 
in the corporation in order to take care 
of various banking interests with which 
he was connected, and his sons, William 
W., Charles J. and Leo V., succeeded 
him. In 1917, however, when his three 
sons entered the service, he was com- 
pelled to return to the business and 
“carry on” until the war ended. In 
this history was repeating itself, for in 
1861 Mr. Klauberg’s grandfather was 
obliged to do the same thing when his 
own son, then a member of the Seventh 
Regiment, N. G. N. Y., went away to 
the Civil War. 

Upon the return of the sons in 1919 
Mr. Klauberg retired from active busi- 
ness life and was succeeded by them. 


The plant of the Safety Sled Co. at 
Mount Jewett, Pa., was destroyed by 
fire Dec. 17, with a loss of $38,000. In 
the loss were 4000 sleds for the holi- 
day trade which were ready to be 
shipped. Frank Hornquist, president 
and principal owner of the plant, says 
the works will be rebuilt as soon as 
possible. 
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Arranging a tool and tool box window so that it attracts immediate attention is no child’s play. Here is an erample 
that is easily followed, however, and one that brought excellent results. You will notice that the chests are shown im 
several different positions, open and shut 





le will suggest 


Here the tools are laid out and on boards and in the background the chests The idea is that the tool 
the box and thereby lead to perhaps double sales 








TExAS HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Dallas, Jan. 
18, 19, 20, 1921. Hotel headquarters, 
Adolphus Hotel. A. M. Cox, secretary, 
1808 Main Street, Dallas. 

PaciFIC NORTHWEST HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
Seattle, Wash., Jan. 18, 19, 20, 21, 1921. 
E. E. Lucas, secretary, Hutton Build- 
ing Spokane, Wash. 

WESTERN RETAIL VEHICLE AND HARD- 
WARE ASSOCIATION CONVENTION, Kan- 
sas City, Jan. 18, 19, 20, 1921. H. J. 
Hodge, secretary, Abilene, Kan. 

MissouRI RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Planters Hotel, St. Louis, Jan. 25, 26, 
27, 1921. F. X. Becherer, secretary, 
5106 N. Broadway, St. Louis. 

MOUNTAIN STATES HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
Brown Palace Hotel, Denver, Col., Jan. 
25, 26, 27, 1921. W. W. McAllister, 
secretary-treasurer, Boulder, Col. 

KENTUCKY HARDWARE AND IMPLE- 
MENT DEALERS’ ASSOCIATION CONVEN- 
TION AND EXHIBITION, Armory, Louis- 
ville, Jan. 25, 26, 27, 28, 1921. J.M. 
Stone, secretary-treasurer, Sturgis. 

INDIANA RETAIL HARDWARE ASSOCIA- 
TION, INC., CONVENTION AND EXHIBI- 
TION, Jan. 25, 26, 27, 28, 1921. (Place 
to be announced later.) G. F. Sheely, 
secretary, Argos. 

OREGON RETAIL HARDWARE AND IM- 
PLEMENT DEALERS’ ASSOCIATION CON- 
VENTION, Portland, Jan. 25, 26, 27, 28, 
1921. E. E. Lucas, secretary, Hutton 
Building, Spokane, Wash. 

WEST VIRGINIA RETAIL HARDWARE 
DEALERS’ ASSOCIATION CONVENTION AND 
EXHIBITION, Huntington, W. Va., Feb. 
1, 2, 3, 1921. James B. Carson, secre- 
tary, 1001 Schwind Building, Dayton, 
Ohio. 

NEBRASKA RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Omaha, Feb. 1, 2, 3, 4, 1921. Headquar- 
ters will be at the Rome Hotel and Ex- 
hibition at the Auditorium. George H. 
Dietz, secretary-treasurer, 202 Hall 
Hardware Block, Lincoln. 

WISCONSIN RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Milwaukee, Feb. 2, 3, 4, 1921. P. J. 
Jacobs, secretary, Stevens Point. 

PENNSYLVANIA AND ATLANTIC SEA- 
BOARD HARDWARE ASSOCIATION, INC., 
CONVENTION AND EXHIBITION, Philadel- 
phia Commercial Museum, Philadel- 
phia, Feb. 8, 9, 10, 11, 1921. Sharon 
E. Jones, secretary, 1314 Fulton Build- 
ing, Pittsburgh. 

MICHIGAN RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Grand Rapids, Feb. 8, 9, 10, 11, 1921. 
Arthur J. Scott, secretary, Marine City. 
Earl S. Judson, exhibit manager, 248 
Morris Avenue, Grand Rapids. 

OKLAHOMA HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION, Okla- 
homa City, Feb. 8, 9, 10, 11, 1921. W. 


Coming Hardware Conventions 


B. PorcH, Okla- 
homa City. 

NortH DAKOTA RETAIL HARDWARE 
ASSOCIATION AND EXHIBITION, Fargo, 
Feb. 8, 9, 10, 11, 1921. Exhibit will be 
held in the Municipal Auditorium, Feb. 
8, 9, 10, 1921. C. N. Barnes, secretary, 
Grand Forks. 

CALIFORNIA RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
San Francisco, Feb. 15, 16, 17, 1921. 
Le Roy Smith, secretary, 112 Market 
Street, San Francisco. 

ILLINOIS RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, 
Hotel Sherman, Chicago, IIll., Feb. 15, 
16, 17, 1921. Leon D. Nish, secretary, 
Elgin. 

MINNESOTA RETAIL HARDWARE ASSO- 
CIATION CONVENTION, Auditorium, St. 
Paul, Feb. 15,.16, 17, 18, 1921. #4. 0. 
Roberts, secretary, Metropolitan Life 
Building, Minneapolis. 

OHIO RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Colum- 
bus, Feb. 15, 16, 17, 18, 1921. Hotel 
headquarters, Deshler Hotel. Exhibi- 
tion in Memorial Hall. James B. Car- 
son, secretary, Dayton. 

NEW ENGLAND HARDWARE DEALERS’ 
ASSOCIATION CONVENTION AND EXHIBI- 
TION, Mechanics’ Building, Boston, 
Mass., Feb. 21, 22, 23, 1921. George A. 
Fiel, secretary, 10 High Street, Boston. 


IowA RETAIL HARDWARE ASSOCIATION 
AND EXHIBITION, Des Moines, Feb. 22, 


secretary-treasurer, 


23, 24, 25,1921. A. R. Sales, secretary- 
treasurer, Mason City. 

SoutH DaxkoTa RETAIL HARDWARE 
ASSOCIATION CONVENTION, Sioux Falls, 
Feb. 22, 23, 24, 25, 1921. H. O. Rob- 
erts, secretary, Metropolitan Life Build- 
ing, Minneapolis, Minn. 

New York STATE RETAIL HARDWARE 
ASSOCIATION, INC., CONVENTION AND 
EXHIBITION, Rochester, Feb. 22, 23, 24, 
25, 1921. Hotel headquarters, Powers 
Hotel. Exhibition at Exposition Park. 
John B. Foley, secretary, 607-608 City 
Bank Building, Syracuse, N. Y. 

VIRGINIA RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, Petersburg, Feb. 22, 
23, 24, 1921. Thos. B. Howell, presi- 
dent and acting secretary, Richmond. 


PANHANDLE HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION, Ama- 


rillo, Tex., May 9, 10, 1921. Troy 
Thompson, secretary-treasurer, Dal- 
hart, Tex. 


HARDWARE ASSOCIATION OF THE CARO- 
LINAS CONVENTION AND EXHIBITION, 
Greensboro, N. C., May 10, 11, 12, 13, 
1921. Headquarters, O. Henry Hotel. 
T. W. Dixon, secretary-treasurer, Char- 
lotte, N. C. 

SOUTHEASTERN RETAIL HARDWARE 
AND IMPLEMENT ASSOCIATION, com- 
posed of Alabama, Florida, Georgia 
and Tennessee Convention and Exhibi- 
tion, Atlanta, Ga., May 17, 18, 19, 20, 
1921. Walter Harlan, secretary, 701 
Grand Theater Building, Atlanta, Ga. 





Hardware News of Interest 


The Akron-Selle Co., Akron, Ohio, has 
completed an addition providing 3000 sq. 
ft. of floor space and costing $40,000. 
Equipment will be installed for the 
manufacture of automobile tops and 
accessories. In other departments the 
company manufactures automobile 
truck specialties, gasoline and oil 
gages, screw machine products, metal 
stampings, etc. 

The Kinney Sulky Plow Corporation, 
Elmira Heights, Elmira, N. Y., has 
been incorporated with a capital of 
$25,000 by M. Ostrander, E. Buhr and 
C. Kinney, Elmira Heights, to manu- 
facture plows and other agricultural 
equipment. 

The Atlantic City Tire & Rubber Co., 
206 Humphreys Building, Atlantic City, 
N. J., A. L. Pearce, president, has 
awarded a contract to Samuel Headley, 
Guarantee Trust Building, for a new 
two-story plant at Virginia and Medi- 
terranean avenues, 60 x 120 ft., es- 
timated to cost $80,000. 

The Reliance Auto Signal Co., Mil- 
waukee, Wis., has been chartered to 
manufacture automobile accessories, 
supplies and equipment, with a capital 
stock of $25,000. The incorporators are 
represented by Chauncey E. Yockey, 


attorney, 120 Wisconsin Street. 
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The North & Judd Mfg. Co., New 
Britain, Conn., bits, ete., contemplates 
no new construction for a year or more. 
Its capitalization recently was increased 
from $2,000,000 to $3,000,000, but only 
half the new stock will be issued, which 
will be used for additional working 
capital. 

The Polmeco Cutlery Co., Inc., Jersey 
City, N. J., has been incorporated with 
a capital of $50,000 by Hugo Bauer, 
Edward Hartung and Herman Mabillot, 
76 Montgomery Street. 


The Lape Auto Mfg. Co., Nanticoke, 
Pa., has been incorporated with a capi- 
tal of $30,000 to manufacture automo- 
bile parts and equipment. J. P. Mc- 
Carthy, Nanticoke, is treasurer, 


The Allen Tire & Rubber Co., Allen- 
town, Pa., manufacturer of automobile 
tires, will defer the erection of the 
third unit of its new plant until spring. 
Two units are now practically completed 
and operations will begin at an early 
date. 


The Motor Appliance Co., 406 Wash- 
ington Street, Newark, N. J., has filed 
notice of organization to manufacture 
automobile appliances and equipment. 
J. P. Seckula, 889 Stuyvesant Avenue, 
Irvington, heads the company. 
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The Real Definition 


of “Hardware Store” 





The Esteemed Mr. Webster Was Only Partially Right When 
He Made Up His Dictionary—What a Modern Hardware Store 
Looks Like To-day—The Sporting Goods 


HARDWARE—Articles manufactured 
of metal.—Webster’s Dictionary. 

STORE —A place where goods are sold 
at retail—Webster’s Dictionary. 


ENCE a hardware store is a 
H place where articles manu- 

factured of metal are sold at 
retail—according to Mr. Webster. 

But according to latest and best 
practices a hardware store is more 
than Mr. Webster tells us. A better 
definition would be: 

HARDWARE STORE—A place where 
things are sold at retail to make life 
more livable. 

No longer is a hardware store a 
few kegs of nails, a shelf of hinges 
and_ lock-sets, some knives and 
scissors and a case of saws and 
hammers with a table of tinware 
and enameled utensils. Indeed not, 
a hardware store caters to the com- 
forts and enjoyments of man as well 
as to his bare necessities. 

One of the big forward move- 
ments in hardware merchandising is 





the adoption of sporting goods de- 
partments. It’s a “new wrinkle” and 
a smile wrinkle and not a worry 
wrinkle either, for stores up and 
down the land report success with 
sporting goods. It’s a line that fits 
in a hardware store like Annette 
Kellerman fits a bathing suit—per- 
fectly. Men are constant customers 
of sporting goods and men are the 
steady patrons of the hardware 
store. 

The general rule, that it pays to 
handle good merchandise, seems to 
have a special application in sporting 
goods. Many stores asked as to 
quality of lines carried say “the best, 
that’s what the trade demands.” 
“We carry standard stuff and only 
the better grades,” said George B. 
Churchill, Churchill Hardware Co., 
Galesburg, Ill. “Our trade won’t buy 
anything else. There is no depart- 
ment in our store in which it is 
easier to sell top price goods than in 
sporting goods. The hunter wants 
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Department 


to know the gun will bring down the 
game more than he wants to know 
the price, the golfer buys the mashie 
which fits and swings to his fancy, 
and asks the price afterwards, the 
basketball player may stint himself 
on street shoes but will take noth- 
ing inferior when he buys for 
gymnasium use.” 


A Sportsman Who Talks the Language 


Dealers seem agreed that it is 
extremely important to have the 
department in charge of a live wire 
who is a sportsman himself. The 
fellow who can enthuse over a fine 
brassie or grow eloquent over a 
“peach of an infielder’s glove” or de- 
tail how he landed a_ten-pounder 
with a certain piece of tackle talks 
the language of the customer and 
finds selling easily. Sportsmen are 
drawn to the store where the sales- 
people are enthusiastic users of 
sporting goods. Such material is not 

(Continued on page 83) 











As Conditions Appear to a Business Man 
By OLIVER B. SURPLESS, of Surpless Dunn Co. 


E have passed through an era 

due largely to war conditions 
when inflation of values was the 
order of the day, said higher values 
have been in many cases largely 
due to the advanced wage basis 
which has prevailed throughout the 
entire industries of both the United 
States and Canada, but no one can 
gainsay the. fact that exceptional 
profits did greatly contribute to the 
higher basis of cost to the final con- 
sumer. 

The day has passed and perhaps 
will never return when such oppor- 
tunities for excessive profit taking 
will occur, and the time has now 
arrived when everybody from the 
top rusdle of the ladder down to the 
first step must‘ take account of their 
method of living in order to cut out 
absolutely extravagant habits. 

Speaking of extravagance, almost 
everybody will deny that such a 
condition has obtained in their par- 
ticular case. It will be difficult to 
find a man’who has not to even a 
small degree added some extrava- 
gant habit in either his personal or 
family method of living, practically 
everybody who had the opportunity 
to splurge a little bit did not over- 
look accepting same. 

The man with his eye on the tar- 
get and with his ear to the ground 
did not fail to see anywhere from 
four to six months ago that we were 
headed toward a decline in values 
which of course in commodities 
means lower prices, and the fact 
that there have been no great fail- 
ures throughout the commercial 
world during the last three months 
is convincing evidence that the 
great business men of the country 
used their foresight and were pre- 
pared for the new conditions. 

However, we must give some 
" credit to the Federal Reserve Bank- 
ing System and also to leading men 
of finance of our country whose ad- 
vice has been wisely followed by the 
great merchants. 

There are lots of conditions in 
this world to-day if we will only 
turn our face toward them which 
carry the point of view of the con- 
servative optimist, so let’s take that 
long range view and be hopeful. 


Headed Away from the Shoals 


It is a fact that a basis of con- 
servative liquidation in values had 
become necessary in the mercantile 
world and we are to-day thoroughly 
convinced that under the guidance 


of our leading men in industry and 
finance the good ship U. S. A. has 
been headed safely away from the 
shoals and is it not true that stu- 
dents of economic affairs the world 
over are of the opinion that the 
United States will be among the 
first of the leading countries of the 
world to emerge from the new con- 
ditions contingent upon readjust- 
ment. 

There are many definite signs 
that can now be seen plainly on the 
horizon of hope, as for instance, 
the lowering of values and selling 
prices places us in a correct posi- 
tion as regards going into the for- 
eign markets to negotiate business. 
We can compete in the near future 
with Germany, France and England 
with their low cost of production 
and even with the rate of exchange 
as it now exists against our cus- 
tomers in foreign lands, they will 
receive a greater percentage of 
value. 

Should Be Much Building 

Take our domestic market, we are 
facing the greatest program in con- 
struction and repairing on the part 
of our great railway systems; how 
about the building of new homes 
and other properties throughout 
our great country. Will not con- 
tractors be encouraged with the 
lower basis of cost provided labor 
will do its share, to proceed to carry 
out the great building enterprises 
which have been in status quo for 
the last five years? 

Again the action of the Ameri- 
can distributors of merchandise in 
canceling business already placed 
and then curtailing further orders 
was more abrupt than ever experi- 
enced by the great majority of men 
now engaged in mercantile busi- 
ness, and is it not just as likely that 
the “crack of the whip,” as it were, 
when heard throughout our great 
country will cause a prompt re- 
sumption of buying and then the 
jobbers and dealers who have been 
cutting their stocks to next to 
nothing will in many cases be “left 
at the post.” It is very important 
for a distributor of merchandise to 
keep in mind the fact that their 
profits are derived from the sale of 
stocks in the warehouse and on the 
shelves. 

It behooves every man engaged in 
business to keep his eyes wide open 
and his ear to the ground as regards 
being in a position to take care of 
stock requirements, and to wake up 
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to a full realization that our great 
country is still doirig business and 
will continue so to do regardless of 
the cry of the pessimist and the 
business slacker who either fell into 
the habit during the big days of the 
past few years of neglecting impor- 
tant elements in his business or has 
been crying baby during the last 
few months simply because his ab- 
normal war time profits have been 
reduced and he is not big enough to 
join with other people in getting 
back to normal. 

It is absolutely certain that we 
will very quickly see a definite start 
on the road to recovery of com- 
merce, and it is the writer’s expec- 
tation that within 60 days there will 
be a revival of business in volume 
similar to that which began five 
years ago. Would suggest that you 
watch the change in the “state of 
mind” which will occur very soon 
after we have crossed the thresh- 
old of 1921. ; 


TRADE NOTES 


De Boer, Bach & De Boer, Inc., New 
York, has been incorporated with a 
capital of $73,000 by L. and M. De 
Boer, and E. Bach, 600 West 116th 
Street, to manufacture cutlery. 





The Eaton Mfg. Co., Dobbs Ferry, 
N. Y., has been incorporated with a 
capital of $45,000 by E. F. and C. B. 
Woolston, and M. E. Van Nostrand, 
Hastings-on-Hudson, to manufacture 
metal products and specialties. 





Abendroth Brothers, Inc., 101 Park 
Avenue, New York, manufacturer of 
stoves, with plant at Port Chester, N. 
Y., has increased its capital from 
$600,000 to $800,000. 





The Concrete Clip & Wire Co., New 
York, has been incorporated with a 
capital of $25,000 by J. L. Carty, J. A. 
Byrne and I. I. Levy, 87 Nassau Street, 
to manufacture metal specialties for 
concrete reinforcement. 





The American Stamping Co., manu- 
facturer of oil cups, Battle Creek, Mich., 
contemplates erecting a new plant early 
next year. 





The Central Auto Top Co., 561 Cen- 
tral Avenue, Jersey City, N. J., has been 
organized to manufacture motor tops 
and frames. Herman Genis, 202 Monti- 
cello Avenue, heads the company. 





The Wagner Mfg. Co., Sidney, Ohio, 
is enlarging its plant by the erection of 
an aluminum foundry and polishing, 
cleaning and assembling department. 
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Interior view of A. H. Marshall’s hardware store, Plattsburgh, N. Y. 


George Hood Dead 


George Hood, a well known hard- 
ware dealer of Tacoma, Wash., died 
a short time ago at his residence in 
that city. Mr. Hood was born at 
Glover, Vt., in 1859, and was educated 
in the public schools there, and later 
went to San Francisco where he be- 
came a buyer of builders’ hardware 
for Baker & Hamilton, which position 
he held for thirteen years. 

On leaving his position with Baker 
& Hamilton he moved to Tacoma and 
established the Palace Hardware Store, 
which he developed into a large busi- 
ness. Mr. Hood was well known on 
the Pacific Coast. 


TRADE NOTES 


The Stewart Wire Wheel Corpora- 


tion, West Bernerd Street, Frankfort, 
Ind., is having plans prepared for the 
erection of a two-story and basement 
addition, 60 x 85 ft., to cost about 
$70,000 with machinery. 


Bids for 





erection will be asked early next spring. 
Rodney Leonard, People’s Trust Build- 
ing, is architect. 

The Noble Tire & Rubber Co., Ken- 
dallville, Ind., will take bids after Jan. 
1 for its proposed new two-story auto- 
mobile tire manufacturing plant, 50 x 
100 ft., estimated to cost about $75,000. 
A. M. Strauss, 207 Bank Building, Fort 
Wayne, Ind., is architect. 

The Wheeling Art Metal Mifg. Co., 
Wheeling, W. Va., recently incgrpor- 
ated, will operate a plant at 161 Nine- 
teenth Street, for the manufacture of 
metal specialties. T. J. Straight is 
president, and E. J. Surgison, secretary, 
treasurer and general manager. 

Recently the Wheeling Corrugating 
Co., a West Virginia corporation, in- 
creased its capital stock from $5,000 to 
$1,000,000. This company was incor- 
porated under the laws of West Vir- 
ginia in 1890, and operated until the 
spring of 1917, at which time it was 
merged with the Whitaker-Glessner 
Co., which owned all of its stock. 
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The Hartford Automotive Parts Co., 
Hartford, Conn., manufacturer of auto- 
mobile parts and equipment, has in- 
creased its capital from $1,500,000 ‘to 
$2,000,000. 

The Terrell Tire & Rubber Co., 1512 
McGee Street, Kansas City, Mo., is 
having plans prepared for a new two- 


story and basement plant at Clinton, 
Mo. 
The General Hardware Co., New 


York, has been incorporated with a capi- 
tal of $150,000 by J. M. Kohlmeier, W. 
H. Sterling and J. B. Scharfenberg, 135 
Myrtle Avenue, Brooklyn, to manufac- 
ture hardware and other metal special- 
ties. 

The New Jersey Lamp Works, Inc., 
21 William Street, Newark, N. J., has 
perfected plans for a new department 


to manufacture a patented core for 
automobile radiators. 

The Enterprise Tinware Co., Inc., 
1425 Avenue A, New York, has in- 


creased its capital to $50,000. 











You've Got to Kick a Goal Every Time 


Says The Man Behind the Counter 


If Babe Ruth swats two on the 
seam for four bases and then the 
next time up strikes out, do the fans 
“ride” him? They do not. 

If Ty Cobb chases to the back wall 
to haul down a line drive, then tears 
in for a sensational shoe string catch 
of a Texas leaguer and a moment 
later lets a pop up trickle through his 
glove do the stands jeer him? They 
do not. 

If Chick Evans makes sever holes 
with pretty drives and perfect putts 
and then “takes three” to hole out on 
the eighth do the spectators sneer 
at his game? They certainly do not. 

If Horween squirms and wiggles, 
pushes and plunges his way through 
a struggling mass of gridiron war- 
riors for a deciding touchdown and 
then boots one badly and misses goal, 
do the throngs “boo” him? Well, 
hardly. 

BUT 

In the game of business you have 
got to kick a goal every time. In the 
service league you dare not strike 
out. The winning average is 1,000. 
The 400 hitter is counted out. 

These incidents happened in a 
Michigan hardware store and show 
how nothing less than perfection 
wins the pennant. 

A prominent manufacturer in- 
formed his hardware store that the 
electric washing machine at the house 
had broken down. He thought the 
motor had burned out and asked for 
anew one. The motor was O. K. but 
to please him another was installed 
and the machine was back on the job 
in a half hour. Good service which 
the customer took for granted and 
accepted without praise. 

A few days later the manufactur- 
er’s heating plant went “blooey” and 
he asked the hardware store to loan 
him fifty oil heaters for a day or two. 
The hardware store came through 
promptly, charged him a modest ren- 
tal fee and saved a costly shut-down. 
Good service again and accepted as a 
matter of course. 

The following week the same man 
needed a special pattern in silver- 
ware for an anniversary gift and the 
store did not carry it in stock. His 
order was wired in and the goods 
came by express. Still hitting 1,000 
in the service league and the cus- 
tomer was satisfied. 

But 

An order for a few items was re- 
ceived too late for the morning de- 
livery. By some slip-up it failed to 











get on the afternoon trip and the 
irate and much irritated manufac- 
turer went on a rampage. He called 
down the shipping clerk, cussed the 
order clerk and then got the general 
manager on the ’phone and told him 
what a “punk” store his was. 


The Home Runs Are Forgotten 


Forgotten were the several inci- 
dents of superior service on prior and 
recent occasions. Only the one fall 
down was remembered. That the 
store had gone out of its way to ren- 
der him home run service in the past 
was completely eclipsed by the single 
strike ‘out. Sensational end runs, 
daring forward passes and brilliant 
tackling go into the discard just as 
soon as the star player misses goal— 
on the business gridiron. 

The public demands a high stand- 
ard of service. And it demands that 
service uniformly. A woman can 
shop at several departments, get good 
attention, courtesy and simon-pure 
service and then be treated indif- 
ferently at another department of the 
same store and the one slight looms 
much larger than all the other at- 
tentions shown her. When she talks 
to the other women at the sewing 
club she says nothing about the 
store’s good service but a plenty 
about the one incident that ruffled 
the even tenor of her ways. Does she 
say “I was waited on by a fine sales- 
man in the shoe department, he had 
a lot of patience”? No, she does not. 
But she takes much pleasure in re- 
porting, “You just never get any at- 
tention at the glove section at 
Blanks.” 

It’s a fact that the public is not im- 
pressed with an almost always right 
mark in service. It must always be 
right. There are two ways to look 
at this situation. One passes it by 
indifferently saying, “Well, you can’t 
suit ’em, so why worry?” Such an 
attitude is full of dynamite. It’s 
mighty risky. The other attitude is, 
“Well, we’ve got to try awful hard, 
for we simply cannot be too care- 
ful.” 

That’s a high goal—that 1,000 per 
cent, but wasn’t it Emerson who said 
something about “hitching your 
wagon toa star”? You’ve got to aim 
high to hit high. One of our most 
popular dancers learned to kick high 
by having her assistant hold a board 
way over her head. Her one com- 
plaint was that the assistant never 
held the board high enough. The 
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helper one day said, “Why, you can’t 
kick that high, why hold it way up 
there?” and the reply was, “Of 
course I can’t kick that high but I’m 
going to. I am not so silly as to 
practise kicking as high as I can; I’m 
practising doing something I can’t 
do.” And now she holds all records 
for toe elevations. 

One way to do something you can't 
do is to try to do it. Perfection in 
store service may never be reached, 
but keeping the eye on the 1,000 
mark will help. 

Yours for Fewer Strike-Outs, 
THE MAN BEHIND THE COUNTER. 


TO STUDY STATE 
PRICE CONTROL 


Appointment of a special committee 
to study the subject of State control of 
prices, as provided by statutes now in 
effect in Montana and Indiana, was an- 
nounced to-day by the Chamber of Com- 
merce of the United States. The com- 
mittee is headed by Charles Nagel of 
St. Louis, former Secretary of the De- 
partment of Commerce and _ Labor. 
Litigation to determine the constitu- 
tionality of both the Montana and In- 
diana price-control laws is now before 
the United States Supreme Court. 


TRADE NOTES 


Efforts are being made by Pittsfield, 
Mass., interests to have the Reising 
Automatic Pistol Mfg. Co., Hartford, 
Conn., locate there. Twenty thousand 
dollars of the $40,000 necessary as a 
guarantee has been pledged. 





The Annual Sales Convention of the 
Wadsworth, Howland & Co., Inc., Bos- 
ton, paints and varnishes, was held last 
week at the Quincy House, that city. 
Arthur P. Felton, president, presided. 





The Hoyt Hardware Co., South Bos- 
ton, last week was visited by thieves, 
and approximately $3,000 in hardware, 
watches and other miscellaneous arti- 
cles were stolen. 





The receivers of Walden-Worcester, 
Inc., Worcester, Mass., have been au- 
thorized by the court to borrow $50,000 
to carry on the business. The receivers 
had asked permission to borrow 
$100,000. 





Effective Jan. 1, Franklin Wharton, 
who has been in the general sales office 
of the Oliver Iron & Steel Co., Pitts- 
burgh, takes charge of the Pacific Coast 
district office of the company, which is 
located at 505 Monadnock Bldg., San 
Francisco. 
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Be It Resolved: 


HERE is an indefinable something about 
the holiday season that breeds good in- 
tentions. 


q The spirit which actuates Christmas giving 
seems also to turn the searchlight of conscience 
on the hearts of men, pointing out the selfish de- 
fects and exposing a fertile seed bed for good 
resolutions. 


q This is the season when man takes an inventory 
of his moral stock, and on that inventory bases 
his plans for another twelve months of life. It is 
likewise the season when the business man sets 
down in concrete figures the cold hard fact per- 
taining to his business, and on those figures builds 
or revises his plans for the future. To most of 
us it is the season for individual business inven- 
tory and individual business resolutions. 


q Why not make it a season for a general inven- 
tory of the hardware business and for a series of 
well-balanced, common sense joint resolutions? 


q To begin with, an inventory of the retail hard- 
ware business for 1920 will, despite the last few 
months of deflation, show a sales record fully up 
to that of 1919. 


gq It will further show a stock on hand below even 
the old pre-war normal. Just at the present time 
it will record both stocks and sales below what the 
buying power of the country should reflect. 


q Reading between the lines of that inventory, 
we can find many promises of a good hardware 
merchandising year ahead. 


q We see a shortage of dwellings dating back for 
six years, a shortage that must and will be, to a 
great degree, overcome in 1921. Around the com- 
ing new homes will be built a hardware demand of 
sane, conservative nature, yet tremendous in its 
total volume. 


gq We see a bumper farm crop quoted at lower dol- 
lar prices, and yet because of lower commodity 
values, probably exchangeable for a 1920 equiva- 
lent in merchandise. We see present buying re- 








tarded more by a mental attitude than by actual 
wealth conditions. 

@ Based on such an inventory, may we suggest to 
the retail hardware trade of the United States the 
following resolutions: 


Be It Resolved That— 
© During the year 1921, we will individually and 
collectively think optimism, preach optimism and 
practise optimism. 
© That we will give to our customers and to the 
communities in which we live the best service pos- 
sible consistent with good merchandising. 
q That we will at all times carry in our stores 
and warehouses a sufficient range and stock of 
merchandise to adequately meet the hardware de- 
mands of our communities. 
g That we will do our utmost to sell to our cus- 
tomers all the hardware merchandise they may 
need, charging them a fair and reasonable profit 
for the service rendered. 
q That we will conduct our business along prac- 
tical, conservative business lines, extending credit 
with judgment and discretion and promptly col- 
lecting all accounts when due. 
q That we will meet our obligations promptly, 
taking the discounts to which we are entitled. 
That we will not attempt to encroach upon the dis- 
count privilege, but will treat the manufacturers 
and wholesalers fairly, as we would wish our 
customers to treat us. 
q That we will bend our energies toward the 
education of our employees, thereby making them 
worth more to themselves, the community and the 
stores they serve. 
q That we will work in harmony with our fel- 
low dealers, attending the hardware conventions, 
whenever possible, and doing our part to make 
them successful. 


Finally: 
q Be It Resolved—That we will be loyal, patriotic 
American citizens so conducting life and business 
that we may be worthy of the prosperity which 
the coming year will bring. 

















Congress Rushes Emergency Farmers’ Tariff 


Majority Leaders Blunder at Beginning of Revenue Revision 
Task—Fear Agricultural Vote—Referendum on Taxation 
By W. L. CROUNSE 


Washington, December 28, 1920. 

HE leaders of the majority party 

in Congress have gotten off to a 

bad start in their big tax revision 

program. Apparently they have for- 

gotten that old maxim we learned at 

school, that “What goes up must come 

down.” For the significance of this 
observation, please read on. 

After having reached the wise deter- 
mination not to be rushed into a hasty 
revision or readjustment of the in- 
ternal revenue laws, but to spend the 
winter in conferences with the busi- 
ness men of the country, postponing 
actual legislation until the beginning 
of the special session to be summoned 
by President Harding next March, the 
leading members of the Ways and 
Means and Finance Committees have 
abandoned this excellent plan and at 
this writing are endeavoring to jam 
through Congress at breakneck speed 
a bill drafted solely in the interest of 
the farmers of the country and con- 
trary to the welfare of consumers as 
a class, imposing high rates of duty 
amounting to a virtual embargo upon 
all importations of food stuffs. Con- 
gress has been buffaloed by this par- 
ticular lodge of Horny Handed Sons 
of Toil. 


Why Favor the Farmers Only? 


Just why the farmers should have 
been selected for protection will seem 
a little obscure to those who do not 
till the soil. The textile manufac- 
turers are certainly up against it good 
and hard, with actual importations of 
German, English and French goods 
flowing over the customs barrier in 
what threatens to be a flood. These 





producers, however, are told to be pa- 
tient and to wait for their measure 
of protection until some time next 
summer. 

Possibly the hardware manufacturers 
would like to stop the importations of 
German and English cutlery which 
are now heading for the United States 
in relative quantities calculated to 
alarm the most phlegmatic. But no- 
body suggests that an emergency 
tariff bill should be introduced in the 
interest of the hardware man. 

Yet a very decent argument is to be 
found in the latest custom house fig- 
ures showing imports of iron and steel 
products in September, 1920, as com- 
pared with the same month’ of 1919. 
Here are a few items: 

Total imports of building forms and 
other structural shapes have risen 
from $3323 in September, 1919, to 
$13,716 in the same month of 1920; 
pen, or pocket, knives have risen from 
$20,923 to $68,136; razors and parts 
thereof, from $11,702 to $57,207. sciz- 
zors and shears from $47,402 to $57,- 
271; and all other cutlery from $8,197 
to $49,536. 

Imports of machinery of all kinds 
have increased from $388,308 to $794,- 
631, including the following § signifi- 
cant items: machine tools from $2,- 
978 to $12,103; sewing machines from 
$4,984 to $51,152; textile machinery 
from $114,115 to $294,276. 


Big Gains Here 


Here are a few additional items 
taken at random, the gains in all cases 
representing increases in importations 
last September as compared with the 
same month of 1919: needles of all 
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‘realize that the war caused 


kinds, from $126,385 to $190,364; steel 
rails, from $562 to $348,384; sheets 
and plates, from $11,846 to $47,572; 
table and kitchen utensils, and similar 
ware, from $1,692 to $66,868; wire rods, 
from $6,217 to $103,795; wire and arti- 
cles made therefrom, from $47,928 to 
$175,146; miscellaneous manufactures 
of iron and steel from $308,573 to 
$923,504. 

On this showing a hardware manu- 
facturer might be justified in hopping 
on a train and coming down to Wash- 
ington with a demand for protection 
against what Mr. McKinley occasion- 
ally used to refer to as the “products 
of the pauper labor of Europe.” Other 
interests could make a similar showing 
but they are not heading for the Capi- 
tal City and nobody seems to be worked 
up over the situation except the farm- 
ers and their timorous friends in Con- 
gress. 

In opening this letter I referred to 
the old maxim that “What goes up 
must come down.” Apparently the 
farmers never heard of it. 


The Farmers Jazzed, Too 


When they were getting enormous 
prices for their products early in the 
war days before wages had been ma- 
terially boosted, what did they do with 
the extra money they made? Did they 
the in- 
crease in prices and that, as sure as 
shooting, the end of the war would 
bring about a corresponding decline? 

Did they take their surplus profits 
and invest them against a rainy day? 
Did they? They did not. 

In the same spirit of optimism, rely- 
ing upon a kindly Providence for an 
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indefinite continuance of war conditions, 
that until quite recently was mani- 
fested by the average skilled worker 
who spent half his $80 weekly earnings 
on silk shirts, or jewelry for his best 
girl, the farmers blew it on automo- 
biles—not tin Lizzie’s, mind you, but 
real automobiles—fur coats for the 
wife and daughters, and various other 
items which any conscientious economist 
must denominate luxuries. 

Now the jazzing is over and farm 
profits are shrinking like a near-wool 
shirt in an August thunderstorm. 
What goes up must come down. 


Champions Begin To Doubt 


Already, however, the advocates of a 
special emergency tariff bill in the sole 
interest of the agricultural class are 
developing cold feet, and 1 should not 
be at all surprised if the project col- 
lapsed even before the proposed meas- 
ure has been railroaded through the 
Finance Committee. There are reasons. 

At the present time the Republicans 
do not command a sufficient majority 
in the House to pass such a bill over 
the President’s veto. They are, there- 
fore, dependent upon the support of 
their Democratic colleagues. 

In the Senate the Republicans have 
a majority of a single vote. They are, 
therefore, considerably worse off in this 
body than in the House. 

The success of this Quixotic project 
depends, therefore, upon the willingness 
of a good many Democrats to vote for 
a measure, which would certainly in- 
crease the cost of living, upon the faint 
hope that they may win the farmers’ 
gratitude. When you remember that 
the majority of the Democrats who 
would be called upon to vote upon this 
measure have already been beaten for 
re-election, the chances that the neces- 
sary number will join the Republicans 
in putting through a bill the credit of 
which will be monopolized by the party 
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now in control are about as slim as 
that of the traditional tallow-legged 
cat in Hades. 


Minority Leaders Show Coolness 


The Democratic steering committee 
has already frowned upon the project 
of a coalition with the Republicans, for 
it doesn’t take a high-power micro- 
scope to see that there is nothing in it 
for the minority. On the contrary it is 
distinctly a case of “heads I win, tails 
you lose,” with the advantage with the 
Republicans both ways. 

If I were a Democrat retiring from 
Congress and lived in a city or small 
town I should mightily hate to go back 
home on March 4 if I had voted an 
embargo on food products and had 
thereby checked the downward course 
of the prices of the necessaries of life, 
or perhaps boosted it 15 or 20 per cent. 
I should expect to be met at the sta- 
tion with tar and feathers rather than 
a brass band. 

But stick a pin in here. I venture 
the prediction that, however rosy the 
outlook for tariff legislation in the ex- 
clusive interest of the farmer may be 
today, something shocking will happen 
to this measure before Congress ad- 
journs. 

But after all, isn’t it only a bluff? 
Do you remember the soldiers’ bonus 
bill? Lots of big things are begun in 
Congress that are never seriously in- 
tended to be finished. 

When Chairman Fordney of the Ways 
and Means Committee goes home, after 
having failed to put through the tariff 
bill for the relief of the farmers, he 
can paraphrase the old yarn about the 
Irishman who was told by the waiter 
in the restaurant on a Friday that he 
could not be served with either shark 
or whale meat and who thereupon, with 
a tear-compelling air of resignation, 
ordered a beefsteak, salving his soul 
with the declaration: “God knows I 
asked for fish!” 


Big Referendum on Taxation 


‘* you are a member of a local or- 
ganization affiliated with the United 
States Chamber of Commerce, as you 
are likely to be, you will be called upon 
within a few days to vote upon a refer- 
endum which the National Chamber is 
now sending out for the purpose of 
obtaining the views of business men of 
the country as to the best method of 
revising the internal revenue laws with 
special reference to repeal of the ex- 
cess profits tax and the substitution, if 
necessary, of some less burdensome 
and more equitable form of impost. 
The referendum will be taken upon 
a comprehensive program in the nature 
of a proposal of the Chamber’s Com- 
mittee on Taxation which makes its 
final report after nearly a year’s study 
of the subject. In sending the pro- 
posal out to a vote, the Chamber’s 
Board of Directors makes it clear that 
the Board itself neither approves nor 
dissents from it, the sole purpose being 
to obtain the opinion of the country’s 


business organizations and not to secure 
approval of the recommendations them- 
selves. 

The following are the affirmative 
propositions upon which the Chamber’s 
members are being asked to express 
their views: 

“I. The excess-profits tax should be 
repealed. 

“II. The revenues now derived from 
the excess-profits tax should be ob- 
tained mainly from taxes on incomes. 

“III. There should also be excise 
taxes upon some articles of wide use 
but not of first necessity. 

“TV. Should a sales tax be levied in- 
stead of the taxes mentioned in pro- 
posals II and III above? 

“V. Should a sales tax be levied in 
addition to such taxes as are men- 
tioned in proposition II and III above? 


Details Of Sales Tax 


“VI. Members voting in favor of 
question IV or question V above are 
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asked to indicate below the type of 
sales tax they advocate: 

(a) A General Turnover Tax. 

(b) A Limited Turnover Tax. 

“VII. There should be a moderate 
and graduated undistributed earnings 
tax on corporations. 

“VIII. Each individual stockholder of 
a corporation should pay his own nor- 
mal tax. 

“IX. Incomes from any new issues of 
securities which may lawfully be made 
subject to federal tax Should be tax- 
able. 

“X. American citizens resident abroad 
should be exempt from the American 
tax upon income derived abroad and 
not remitted to the United States. 

“XI. Profits arising from sale of capi- 
tal assets should be allocated over the 
period in which earned and taxed at 
the rates for the several years in the 
period. 


Exchanges of Property 


“XII. An exchange of property of a 
like or similar nature should be con- 
sidered merely as a replacement. 

“XIII. Net losses and inventory losses. 
in any taxable year should cause re- 
determination of taxes on income of the 
preceding year. 

“XIV. Ascertainment by the govern- 
ment of any 


tax based on income 
should precede payment. 
“XV. Administration of income tax 


should be decentralized. 

“The proposition with regard to the 
sales tax is included in those to be 
voted on despite the judgment of the 
committee that such a tax is impractic- 
able, because of the wide interest in 
proposals that have come from a num- 
ber of quarters for a tax of this na- 
ture.” 

The committee makes it plain that in 
its opinion the government’s expenses 
will remain high for some time to come. 
With this in mind it sets forth that 
the revision it proposes is not aimed 
at reducing the amount of yield, but 
in changing the manner of levying im- 
portant taxes. 

“Frank recognition of the situation,” 
the committee says, “brings realization 
that the country must continue for sev- 
eral years to bear a heavy burden of 
taxation.” 


National Economy Essential 


Strict economy by the government 
and on the part of the people is urged. 
The government, says the committee, 
must use the proceeds of taxes only 
for purposes which are essential, reduc- 
ing the billions of floating debt and 
abolishing annual deficits in the Treas- 
ury. “This is no time,” the report de- 
clares, “for diversion of the receipts 
from heavy taxes, gladly assumed in 
patriotic support of war, to new under- 
takings of doubtful public benefit.” 

In order that members who have not 
studied these important but somewhat 
complicated questions may the more 
intelligently vote upon the various fea- 
tures of the referendum, comprehen- 
sive arguments, pro and con, accom- 
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pany the Chamber’s program several 
items of which are of special interest 
to merchants in all lines. 


Excess Profits Tax 


The Chamber’s committee apparently 
believes that the excess profits tax 
should be immediately repealed but 
even on this point it gives the other 
side. Reasons for levying the tax, it 
holds, have passed, and its continuance 
retards the progress of readjustment. 
Objections raised to the tax are that it 
produces inequities; that it is difficult 
of administration; that price reduc- 
tions will decrease revenue from this 
source; that it encourages extravagance. 

The negative argument suggests that 
original difficulties in administration 
are disappearing; that any tax designed 
to produce large revenues will produce 
inequities; that its effect on prices may 
have been exaggerated and that there 
might be practical advantage in retain- 
ing a tax to which business has been 
adjusted rather than change to a tax 
theoretically sounder. 


Income Taxes 


The committee’s recommendation that 
revenues derived from excess profits 
taxes should be had mainly from in- 
creased income taxes is supported by 
the statement that revenue should 
come from places where it will cause 
the least interference with business 
and have the smallest influence on price. 
These increases, says the committee, 
should be obtained through moderate 
increases in the lower part of the 
schedule of surtaxes on individual in- 
comes. 

The negative argument calls atten- 
tion to other possible sources of rev- 
enue citing for example, customs duties 
and federal estate taxes, and emphasiz- 
ing the undesirability of depending too 
largely upon one source of revenue. 


Excise Taxes 


Excise taxes recommended by the 
committee could produce large revenue, 
it is declared, because of the number 
of units to which low rates could at- 
tach. Such taxes, the committee be- 
lieves, should fall only on commodities 
—ordinarily at the point where the 
article takes its final finished form and 
is ready to enter the channels of dis- 
tribution—and should be levied only 
once on each commodity. These com- 
modities would not be articles of the 
first necessity. 

Possible opposition to this is voiced 
in the negative argument on the ground 
that inequalities would be produced 
and that, constituting additions to 
prices, these taxes handicap various in- 
dustries. 

Sales Tax 


As the committee recommended 
against the sales tax, its report in this 
ease furnishes the negative argument. 
A turnover tax, it holds, would not be 
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simple of administration; it would be 
pyramided, causing higher prices; its 
yield would be uncertain; it would work 
to the advantage of large industrial 
establishments which begin their proc- 
esses with the raw material, carrying 
manufacture on to the completed article; 
it would tax but once foreign goods 
admitted; it would be unfair to per- 
sons at the bottom of the economic 
scale, on whom it would fall dispropor- 
tionately heavier than on those who en- 
joy a wider margin between income 
and necessary expenditure. 

A final objection pointed out by the 
committee is that there would seem to 
be legal difficulties in the way in view 
of the fact that the Supreme Court has 
made it clear that such a tax is not 
authorized by the income tax amend- 
ment and that there is a question as to 
whether the courts would hold it to be 
a direct or indirect tax. If a direct 
tax, it would have to be apportioned 
among the states, obviously an imprac- 
ticable procedure. 


Easy to Collect This Impost 


The argument supporting the sales 
tax holds that difficulties of adminis- 
tration would not be so numerous as in 
administration of the excess profits 
tax; that it need not be pyramided; 
that means might be found to prevent 
advantage to integrated industries and 
to foreign goods; that it would have 
great practical value in that the busi- 
ness man would know exactly what he 
must turn over to the government and 
that, in the absence of especial in- 
centive to evade it, collection would be 
excellent; that it would be easier for 
persons of small incomes to pay than 
are heavy indirect taxes they now pay; 
that fewer persons would escape taxa- 
tion. Administration of the tax in 
France, Canada, and the Philippines is 
cited and the argument concludes with 
a suggestion that there is no more 
legal doubt regarding the sales tax 
than respecting other important taxes 
that have been levied. 


Corporate Income Tax 


In recommending that each individual 
stockholder of a corporation should pay 
his own normal tax, the committee 
split—four members dissenting. The 
majority advocating the proposition 
point out that the present law, under 
which a stockholder whose entire in- 
come is so small that he is exempt 
from tax, or who is subject only to the 
half rate of normal tax, is in effect 
compelled to pay the normal rate on 
that part of his income received in 
dividends, is a violation of the basic 
principle of income taxation that taxes 
should be in proportion to ability to 
pay. This discrimination, it is held, is 
especially inequitable, now that the 
number of small stockholders is grow- 
ing. 

The minority report sets forth that 
the committee’s proposal would cause a 
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loss in revenue, and that the so-called 
inequities to the small stockholder do 
not appear to be as pronounced as they 
are declared to be. 


Undistributed Earnings Tax 


Advocating a moderate and graduated 
tax on undistributed earnings of cor- 
porations, the committee calls atten- 
tion to the disadvantage under which 
members of partnerships are placed by 
law. The excess profits tax equalized 
taxes as between corporations and past- 
nerships to some extent, but if this tax 
is abolished a way must be found for 
equalization. This might be done, it is 
pointed out, through some exemption 
from income taxation of a part of the 
income of an individual or partner, that 
is saved and devoted to production. An 
undistributed earnings tax on corpora- 
tions, however, the committee points 
out would provide equalization, and at 
the same time would increase the gov- 
ernment’s revenues. 

This recommendation was dissented 
from by one member of the committee. 
This proposal is opposed in the nega- 
tive argument, as possibly proceeding 
on wrong premises. Equalization might 
be attempted, it is said, by correcting 
the original mistake made in enacting 
the income tax law, so that the sole 
proprietors and partnerships will be 
dealt with in future as business en- 
tities. 

Considerations of sound business 
management are also set out. The 
point is made that the results of a 
year are not determined by either real 
profits or losses, that for stability and 
continuity of operations corporations 
must hold part of their net incomes of 
prosperous years to meet the deficien- 
cies of other years, and that such a 
law as is suggested would tend to cause 
business policies detrimental to the 
public interest. 


Inventory and Net Losses 


The committee’s proposal that losses 
in the present and future years should 
be deductible from net income of the 
preceding year, and a redetermination 
of taxes made is called forth by the 
fact, says the report, that Congress 
evidently believed business readjust- 
ment would have come about before 
1920 and thus fixed January first of 
that year as the period of limitation. 
The rigidity of the law, it is declared, 
has already led to hardships and should 
be remedied at once to avoid still more 
serious consequences. The committee 
takes the position that sound principles 
of taxation require such readjustment 
as is proposed. 

Uncertainty in the government’s rev- 
enues is the principle consideration ad- 
vanced in the negative. 

If this looks to you like dry stuff, 
remember that if you and all the other 
business men of the country vote intelli- 
gently on this referendum you will have 
a very influential voice in directing 
Congressional policy that may save you 
a few dollars, or even a few thousand 
dollars, when the time comes for pay- 
ing your Federal taxes. 
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Office of HARDWARE AGE, 
239 West 39th St., 
New York, Dec. 24, 1920. 

Retail business took a spurt during 
the week, and a good deal of Christmas 
merchandise was reported to have been 
sold. The jobbing trade, however, con- 
tinues quiet, and some of the local job- 
bers are already busy with their inven- 
tories. 

Most of the local retail dealers will 
probably find inventory taking consid- 
erably easier this year than formerly, 
becauge of the fact that a good many 
of them have their stocks reduced to 
the minimum. It is expected by au- 
thorities on market conditions that re- 
newed buying will manifest itself short- 
ly after the inventory period has passed, 
as they believe dealers will find it 
necessary to replenish their stocks be- 
fore the spring buying begins. 

It is reported, however, by some of 
the local jobbers who are already taking 
stock, that they were surprised to find 
larger quantities of goods on their 
shelves and in their bins than they had 
expected to find. 

There were a number of rumors cur- 
rent last week that after Christmas 
there will be a number of price reduc- 
tions. It is difficult, however, to get 
any authentic information about the 
origin or basis for these rumors, 
although one of the most conservative 
merchants in New York tentatively ex- 
pressed the opinion that after-Christ- 
mas reductions would not be at all 
surprising. 

Very few price changes occurred dur- 
ing the past week. The important ones, 
however, are herewith noted in heavy 
type. 


Bolts and Nuts.—No change of any 
moment has occurred in this line since 
last week. The following items are 
selling fairly good: 

Common carriage bolts, all sizes, are be- 


ing quoted 15 per cent. Machine bolts, all 
sizes, 15 per cent. Stove bolts, 70 per cent. 


Common tire bolts, 50 and 5 per cent. Sink 
bolts, 65 per cent. 

Hexagon machine screw nuts, iron, 10 
per cent; brass, 4/32 to 8/32 in., 50 per 
cent; 10/32 to 12/32 in., 33% and 5 per 
cent: 14/32 in., 33% per cent. Stove rod, 


Lock washers, 40 per cent. 

Semi-finished hexagon nuts, 9/16 and 
smaller, 40 per cent: % and larger, 40 per 
cent. Lag screws, 40 per cent. 


25 per cent. 


Toggle bolts, steel, bright finish, discount 
of 50 per cent. 
Iron rivets, 25 per cent. 
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Blind Sets.—These articles are mod- 
erately active, and prices still show 
strong tendency. 

slind sets, New 
finish, for wood, 
galvanized finish, 
sets; same, plain 


style, 
sets; 


$80 


plain 
same, 


York City 

$66 per 100 
for wood, per a 
finish, for brick, $68.75 
per 100 sets; same, galvanized finish, for 
brick, $82.75 per 100 sets. Surface blind 
hinge, cast iron, 1% in. when open, $1.65 
per doz. pairs. 

Butts—No improvement of any con- 
sequence has been noted in this line. 
Prices are still strong. 

Narrow steel butts, galvanized, brass pins 














furnished with screws, 1% in., $2.55 per 
doz. pairs; same, 2 in., $2.65 per doz. pairs: 
same, 4 in., $9.60 per doz. pairs Brodd 
steel butts, fast joint, galvanized, brass 
pin, 2 x 2 in., $3.65 per doz. pairs; same, 
3 x 3 in., $5.20 per doz. pairs; same, 4x 4 
in., $9.65 per doz. pairs. 

Coffee Mills.—Interest is again 


waning, though prices are firm. 


Coffee mills with wooden box, coppered 
iron hopper, japanned iron crank, $6.60 
per doz. Mill with iron top and hopper. 
dark bronzed, varnished woodwork, size 
6 x 6 x 8 in., $11.50 per doz. Mill with 
cast iron top, copper lacquered, sliding 


lever, varnished woodwork, size 6 x 6 x 7 


in., $12.95 per doz Areade coffee mills 
glass hopper, metal parts japanned, hold 
one lb. of coffee, $14.85 per doz. Crystal 
coffee mills, glass hopper, metal parts 
japanned, holds one.lb. of coffee, $10 per 
doz. 


Furnace Scoops.—Fairly good inter- 
est prevails for scoops, and it is still 
reported that jobbing stocks are not 
heavy. Prices are quite firm. 

Furnace scoops, back, 


hollow black steel 


blade, D and long handle, $10.53 per doz 
Same, riveted back. black steel blade, D 
and long handfe, $14.21 per doz. 


Galvanized Ware.—Business in this 
line is usually dull at this season of 
the year, and stocks in hand are quite 
materially improved. It is reported by 
some of the local jobbers that few 
further price changes are anticipated in 
the immediate future. 


Galvanized sheet is being quoted: No 
28 gage, $8 per 100 Ib. Galvanized pails, 
&-qt., $5; 10-qt., $5.75; 12-qt., $6.65; 16-qt., 
$8.90; heavy, 12-qt., $8.70: heavy 16-qt., 
$12. Wash tubs, No. 1. $16.80; No. 2, $18.60; 


8, $22 doz. 


No. 05; all per 
Game Traps.—Prices continue steady, 


but market activities are noticeably 
weak. 

Jump traps (Blake & Lamb), with chains, 
No. 0, $2 per doz.: No. 1, $2.95 per doz.: 
No. 1%, $4.50 per doz.;: No. 2. $7 per doz.; 
No. 3, $9.47 per doz.: No. 4, $11.07 per doz 

Triumph traps, with chains, No. 10, $1.85 
per doz.: No. 11, $2.15 per doz.: No. 11%, 
$3.30 per doz.: No. 12, $4.60 per doz.; No 
13, $7.84 per doz.: No. 14, $9.40 per doz 

Victor traps. No. 0, $1.71 per doz.; with- 
out chains, $1.34 No. 1, $2.01 per doz.: 
without chains, $1.52. No. 1%. $3.05 per 
doz.; without chains, $2.44. No. 3, with 
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ferrule, a , $14 
Fire Prevention Accessories.—Quite a 
little interest has recer been shown 











in some of the items herewith quoted. 

Fire pole holders, plain ste $2.52 per 

doz. pairs Same aL ed grass, $4.21 

per doz. pairs. Ax Ss, set nsists 
of one axe hold i 

plain ste ] s s ia 
y ac 

ise ir I 





SS each 


bracket, $ ‘ 
Glass Drawer Knobs.—Interest 
inues good in this line, and prices re- 

t { i t I 

main very steady. 


con- 


knobs. bolt 


$2 per 


Glass drawer 


s-iIn., 





rass mounting 
ver doz.: same, 

s-in., $3.10 per doz.; sar 
yer 4loz 


by some deal- 


on the 


Ice Skates.—It is said 
ers that ice skates are a “drug” 
market, while others they 
been able to dispose of large stocks at 


say have 








good profits. Wholesale prices con- 
tinue firm. 

Ice skates, runners 0 sts she 
$1.04 per pair: la sti $1.31 Men's 
hockey skates, cast steel blades, nicke 
plated, $1.40 per pair: ladies’. sam $1.53 
per pair Hardened steel blades, nick 
plated, $1.88 per pair; girls’, same, $2.48 
Tempered steel blac . ext polis? ull 
nickel plated, all sizes, $2.75 per patr 


Lanterns.—Shortages in many siz 
still exist, and prices are very firm. 











Hy-Lo tin lanterns, $9 1} 
tin lanterns, $9.25 per dé 
lanterns, $10.25 per d 
terns, $18 per doz i 
$14.25 per doz.: Buckeye 
$14.25 per doz.: Roadster 
$18.25 per doz,; Eureka 
plain lens, $19 per doz.: 





lanterns, enamel fir 
perial platform lanter 

Linseed Oil.—F laxseed 
the cheapest commodity on 
produced from the soil, and 
combined with the general 





is said to be 
the market 
as a result 
reluctance 


of buyers and the tightness of thecredit 
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situation linseed oil is very inactive and 
prices are more or less nominal. Large 
sellers are quoting the following: 


Linseed oil, raw, in carlots, $1.75 to $1.78; 
in lots of more than 5 bbl., $1.80 to 61.83, 
and in less than 5 bbl. lots, $1.85 to $1.88, 
all according to the seller and the circum- 
stances entering into the sale. 


Nails.—Conditions continue on the 
same basis in this market, although as 
stated last week there is a more opti- 
mistic tone and a general easing down 
is expected during 1921. 


Current prices prevailing in this section 
still vary considerably. For wire nails the 
prices range from $4.50 to $5, base, per keg. 
For cut nails prices range from $7.50 to 
$8.75, base, per keg. The average retail 
price in this section is at present $7, base, 
per keg, for wire nails, although it is ex- 
pected that this price will drop within the 
next two weeks. Wire nails, per lb., are 
sold retail at approximately 10c. 

Copper wire nails, 5 lb. to a box, 
49c. per lb.; 1% in., 48c. per Ib.; 1% in., 
2 in., % in., 3 in., 47c. per lb. Copper 
cut nails, 5 Ib. boxes, 144 in., 50c. per Ib.; 
2 in., 2% in. and 3 in., 49c. per lb. 


Naval Stores—The holiday season 
has made conditions more quiet than 
ever in the naval stores market, 
although conditions generally are said 
to be somewhat better than they were 
a week ago. More inquiries are being 
received. 


Turpentine, per gal., yard basis, 78c. 
Rosin, on a basis of 280 lb. per bbl., yard 
basis, all grades, $8.50 to $8.75, with the 
exception of WW which is quoted at $9. 


Rope.—Local conditions remain very 
dull. Buyers are inactive, and seem to 
be afflicted with a good deal of un- 
certainty about future price tendencies. 


Local quotations are jute rope No. 1, 17c. 
to 19c.; No. 2, 15c. to 18c. Jute twine 
wrapping, best grade, 241%c. to 27c. India 
hemp twine, No. 19c. to 2le. Manila 
rope, best grade, 26c. to 264%c. Hardware 
grade, 23c. to 24%c. Bolt rope, 3i1c. to 
31%c. Sisal rope, pure, 17c. to 19c. Lath 
yarn, first grade, 17c. to 18c. 


Sash Weights and Sash Fasts.—In- 
terest is moderately good and prices 
firm. 

Side sash fasts, cast iron, furnished with 
screws, Tuscan finish, $1.76 per doz. Same, 
bronze plated, $1.96 per doz. Same, an- 
tique copper, $1.96 per doz. 

Sash lifts, cast iron, dark bronze finish, 
conventional design, furnished with screws, 
32c. per doz. Plain sash lifts, wrought 
metal, bronze plated steel, dull brass finish 
or antique copper, 35c. per doz. Same made 
of bronze, polished, or bronze with antique 
copper finish, $1.25 per doz. 


2% 


Sand and Emery Paper.—Fairly good 
interest holds in this line at the new 
prices which became effective last week. 

Sandpaper, regular grade, sheets 8% x 
10% in., % ream bundles, the following list 
prices are subject to a discount of 20-5: 
No. 00, and No. 0, $6.75 per ream; No. %, 
$7.20 per ream; No. 1, $8.10 per ream; No. 
1%, $9.15 per ream; No. 2, $10.36 per ream; 
No. 2%, $11.70 per ream; No. 3, $13.20 per 
ream. Note—These are new list prices. 

Roller Skates.—Future interest in 
this line is beginning to show itself. 
Local quotations are: 


Adjustment binding bolts are 95c. per 
190. sinding nut for same, 95c. per 100. 
Dust caps are 80c. per 100. Axle nuts, 


$1.25 per 100. Washers for latter, 55c. per 


100. Toe clamps, complete, $10.50 per doz.; 
heel clamps, complete, $10.50 per 100. Axle 
and carrier, complete, $9.50 per 100. Cast 


iron skate wheels, $2 per 109. Roller skate 
keys, steel, bright finish, 50c. per doz. 


Screws.—This line is no more than 
normally active. Prices are steady. 


Assorted wood screws, bright, 12c. per 
Ib.; dowel screws, 11% in., bright iron, 38¢ 


per gross; same, 2 in., 55c. per gross; metal 
side knob screws, iron blued, 38c. per gross; 
same in brass, 95c. per gross; assorted iron 
set screws, packed in boxes of 50, $1.10 per 
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box; same, in boxes of 100, $2.25 per box; 
hexagon head cap screws, assorted in boxes 
of 50, $1.70 per box; same, in boxes of 100, 
$3.50 per box; flat head, bright, 67% per 
cent—15 per cent; same, galvanized, 52% 
per cent—15 per cent; round head iron 
screws, blued, 65 per cent—15 per cent; 
same, nickeled, 55 per cent—15 per cent; 
round head brass screws, 57% per cent— 
15 per cent; flat head brass screws, 60 per 
cent—15 per cent; round head nickeled 
brass screws, 52% per cent—15 per cent; 
machine screws, iron, 50 per cent—10 per 


cent; same, brass, 50 per cent; thumb 

screws, list plus 30 per cent; iron set 

screws, 40 per cent. 
Shovels.—Moderately good interest 


holds at firm prices. 


Maynard pattern, No. 2 size, solid socket 
shank, high carbon steel, full polished, 
square and round point, D handle, $18.94 
per doz. Round point, D and long handles, 
full polished, plain back, No. 2 size, $14.76 
per doz.; same, with square point, $15.71 
per doz.; Bakers’ shovel, black steel blade, 
riveted back, 6-ft. handle, $25.00 per doz. 
Same, with 8-ft. handle, $27.50 per doz. 


Snow Shovels.—These arti¢les are in 
good demand, and as stated last week 
some patterns are rather difficult to 
get. 


Prevailing prices, f.o.b. New York, are: 
Two riveted steel snow shovels, 14 x 11%- 
in. blade, $9 per doz.; 2 riveted steel snow 
shovels, 15 x 11%-in. blade, long square 
handle, $11.25 per doz. yalvanized, 21% x 
16-in. blade, reinforced back, straight han- 
dle, $17 per doz. 

Snow pushers, 24 x 13 x 1\%-in., $36 per 
doz.: snow pushers, 30 x 13% x 1%-in., $40 
per doz. 

Stove Pipe.—Seasonable interest is 
moderate in this line at firm prices. 

Stove pipe, 4-in., $3.75 per doz. lengths; 
5-in., $4.25 per doz. lengths; 6-in., $5 per 
doz. lengths. 

Elbows, 4-in., $2.75 per doz. lengths; 4%4- 
in., $2.95; 5-in., $3.15. 

Sidewalk Scrapers.—Moderate and 
consistent interest and firm prices are 
the features of this line. 

Prevailing prices, f.o.b. New York, are: 
Solid shank, 6% x 5% blade, 4-ft. handle, 
$6.25 per doz. Solid shank, extra quality, 
7 x 6 blade, 4-ft. handle, $7.50 per doz. 
Extra heavy socket, 7 x 6 blade, 4-ft. 
handle, $10 per doz. 

Tool Kits.—Interest seems to continue 
for tool kits of all kinds, which are 
quite firm in price. 


Auto tool kits, tool steel, ten pieces, 
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punches, scriber and cotter pin puller, etc., 
embossed hand hold, in canvas roll, $2.55 
per set; Ford tool kit, contains in a canvas 
roll all the tools regularly furnished with 
Ford car, $2.60 per set; motorcycle tool 
kit, eight tools, in a leatherette case, $5.50 
per set. Tool kit containing, in canvas 
case, 12 assorted useful tools for motorists, 
$3.25 per set. 


Wheelbarrows.—There seems to be a 
move in some quarters to stimulate 
interest in barrows, which are being 
quoted locally at the following prices: 


pressed steel tray, wood 
frame, bolted, steel wheel, holds 3 cubic 
feet, $108 per doz. Concrete barrow, 16 
gage steel tray, reinforced at corners, chan- 
nel steel legs, holds 3% cubic feet, $155 per 
doz. Steel tubular wheelbarrows, tubular 
steel handles, 15 gage tray, 3 cubic feet 
capacity, $144 per doz. Same, 14 gage 
steel tray, 4% cubic feet capacity, $180 
per doz. Same, 13 gage steel tray, 6 cubic 
feet capacity, $224 per doz. 

Wrenches.—There is nothing particu- 
largely unusual in the demand for 
wrenches at the present time, although 
there is barely good normal interest 
being shown. Prices are firm. 

Straight socket wrench sets, in heavy 
canvas roll, six wrenches, $4.35 
Tan wrenches, solid steel, polished, 


taps up to % in., $7.75 per doz. Same, hold 
taps up to % in., $13 per doz. Ratchet 


Wheelbarrow, 


tap wrench, ratchet and pawls made of 
tool steel, hardened and tempered, chuck 
has hardened steel jaws, nickel plated, 


right-hand and left-hand and right, $16.20 
per doz. 

Bench wrenches, flat steel bar, 5 in., 
stamped jaw, nickel plated, $3.50 per doz.; 
satin finish, $2.75 per doz.; automobile and 
machinists’ wrenches, fluted drop forged 
bar, solid jaw, edges rounded, case hard- 
ened, mottled finish, 7 in. long, $5 per doz. 
Same, 9 in. in length, $6.45 per doz. Same, 
11 in. in length, $8.50 per doz. 


Wire Goods.—Some of the local job- 
bers expect to revise prices soon, it is 
reported. Interest continues to lag for 
wire goods at the present time. 


Barbed wire is being quoted at $7 per 
100 lb. for both 3 point 4 in. and 4 point 6 
in. Ribbon wire is $8.75 per 100 lb. Twist 
wire, 12 gage, is $7 per 100 lb. 

Anneiled wire, plain, in stones: No. 16 
gage, $9 per 100 lb.; No. 17 gage, $9.40 
per 100 lb.; No. 18 gage, $9.75 per 100 Ib.; 
No. 19 gage, $10.25; No. 20 gage, $10.75; 
No. 24 gage, $12.50. Galvanizea wire in 
stones: No. 16 gage, $11.85 per 100 Ib.; No. 
17 gage, $12.50; No. 18 gage, $13.25; ao = 
No. 


gage, $14.25; No. 20 gage, $15.25; 
gage, $16 per 100 lb. 
Dull galvanized screen wire, 12 mesh, 


from New York stock, $3.30 per 100 sq. ft.; 
13 mesh, extra heavy, $5 per 100 sq. ft. 
Bright galvanized wire and copper edge 
(pearl wire), 12 mesh, $4.50 per 100 sq. ft.; 
12 mesh, heavy, $6 per 100 sq. ft. Copper 
wire, 14 mesh, $11 per 100 sq. ft. Poultry 
netting, f.o.b. factory is 45 per cent off; 
f.o.b. New York is 35 per cent off. 

Poultry netting staples in 100 lb. kegs, 
$8.75 per keg. 

P. S.—The Ferdinand Dieckmann Co., 
Cincinnati, has authorized us to an- 
nounce the following new dealers’ dis- 


counts on its line of elbows and shoes: 


Galvanized and terne steel: Plain round 
and round corrugated, 29-gage, 55 per cent; 
28-gaywe, 45 per cent; 26-gage, 35 per cent; 
24-gage, 10 per cent. Square corrugated 
A & B and octagon, 29-gage, 45 per cent; 
28-gage, 40 per cent; 26-gage, 30 per cent; 
24-gage, 10 per cent. 

Galvanized armco, toncan metal, genu- 
ine o.h. iron, lyonore metal, charcoal iron 
and keystone C. B.: Plain round and round 
corrugated, 28-gage, 45 per cent; 26-gage, 
35 per cent; 24-gage, 10 per cent. Square 
corrugated, A & B, polygon and octagon, 
28-gage, 40 per cent; 26-gage, 30 per cent; 
24-gage, 10 per cent. 

14 and 16 oz. copper, all designs, 10 per 
cent. Portico elbows, galvanized and 
terne steel, l-in., 14-in., 1%-in., 2-in., 
35 per cent; tubing, 25 per cent. 

Discounts on round apply on sizes 2-in. 
to 6-in., inclusive. Freight allowed on 15 
doz. or more to all points where freight 
rate does not exceed $1.00 per 100 lb. Less 
than 15 doz., f.o.b. factory. Terms: 30 
days net, 2 per cent, 10 days. 
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Office of HARDWARE AGE, 
1505 Otis Bldg., 
Chicago, Dec. 22. 
Si big news in this week’s mar- 
ket is the decline of common wire 
nails to $4.15 base. Stocks are larger 
and orders will get good care. No 
further change in nail prices is in 
sight. 

Slight reductions on other items are 
recorded this week. On the whole, 
prices are holding up well. 

The volume of business is satisfac- 
tory for this season and considering the 
unsettled state of the commercial world. 
Retailers are enjoying the heaviest 
buying of the season, Christmas de- 
mands being large. People seem in- 
clined to give useful gifts, and natu- 
rally the hardware store is receiving a 
vast amount of this business. 

An announcement of considerable 
importance is made by manufacturers 
of coaster wagons, who state that there 
will be no reduction of prices in this 
line for the first quarter of the year. 
It is explained that manufacturers 
have lost money on coaster carts and 
wagons for the past six months, and 
that any lower costs will only enable 
them to make a profit and not permit 
lower selling terms. It is the opinion 
of leading makers that prices will not 
be less in six months, but it is defi- 
nitely pledged that prices will be main- 
tained for the first three months of 
the year. This should encourage buy- 
ing. 

Authoritative information from large 
manufacturers of cutlery indicate that 
high prices will not be abated for 
months to come. Goods are still very 
scarce and are going to be for a long 
period. Medium priced pocket cutlery 
will soon be obtainable at reductions 
around 5 per cent, but pearl knives 
and many other lines will not be 
lowered. Labor costs have been held 
down in this field and it is not likely 
that any savings sufficient to deflate 
prices can be effected in that direction. 

Wholesalers are receiving a large 
number of last minute rush orders for 
holiday goods. 

Collections are reported as fair. 


Automobile Accessories.—Some of 
the less important accessories are tak- 
ing small reductions amounting to 5 
to 10 per cent, but plugs, lamps, chains, 
tubes and jacks are holding up in price. 
Business is dull in this field. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: DeLuxe long-handled standard jacks, 
$8.50 each; No. 1 standard jack, $3.25 each. 
$1.25 





Twin cylinder foot pumps, each; 
Simplex jack, No. 36, $2.10 each; Stewart 
hand horn, $3.50 each; Howe spotlights, 
$3.90 each; Weed chains, 30 x 3%, $5 per 
pair, with 25 per cent off in lots of one 
dozen paid and 33% off in lots of more 
than one dozen pair; Rid-o-Skid chains, 


$2 to $2.65 per pair; inner tubes, red, 30 x 
3%, $2.50 each; gray tubes, 30 x 3%, $2.05 
each; Lyon bumpers, $10.25 each; Bethl- 
hem spark p‘ugs, porcelain type, 36c. to 
58c.; Hercules Giant, 55c. to 60ce. 
Hercules Junior, 27c. to 35c.; Hel-Fi stand- 
ard plugs, 42c. to 52c. each; Hel-Fi tractor 
special, &83c,. to 97c, each; A. C. Titan plugs, 
58ce. each; A. C. Cico plugs, 48¢. each; 
Champion X plugs, 63c. cach; Champion © 
plugs, 62c. each; Champion Heavy Duty, 
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73c. each; Splitdorf plugs, 70c. to 78c. each; 
United plugs, junior, 40c. each. 3ethlehem 
spark plugs, special Ford type, quantities 
of 10 to 1500, 46c. to 35c. each; standard 
porcelain type in same quantities, 56c. to 
4714c.; mica type, 78c. to 65c. 

Axes.—This item continues in good 
demand. Stocks are large enough to 
care for all ordinary orders. Prices 
are steady. 


We quote from jobbers’ stocks. f.o.b. Chi- 





cago: Single bitted first quality b’ack axes, 
3 Ibs. to 4 Ilbs., $17.50 base; second quality 
black unhandled axes, $13.75 base; handled 


axes, $3 to $5 per doz. extra, according to 
grade. y 

Alarm Clocks.—Large houses are 
entirely sold out on alarm clocks. The 
trade is anxious to secure shipments, 
but it is likely that no orders can be 
filled until after January 1. 

Ash Sifters.—There is a normal de- 
mand for this item. Stocks are not 
large. Prices seem firm. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Common wire cloth hand barrel 
sifters, $4.50 per doz.: galvanized rotary 
barrel sifter, $39 per doz. 

Builders’ Hardware.—No current ac- 
tivity is found in builders’ hardware. 
Some future business has been received 
but it is not large. Prices seem to be 
strong and makers are several months 
behind on orders. 


Copper Rivets and Burrs.—The de- 
mand is about the same as usual. There 
has been no change in price. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: No. 7 straight sizes, 37c. per lb. base. 

Cotton Gloves.—The reduced prices 
announced last week on cotton gloves 
still obtain. The quotations are for 
either immediate or future shipment. 


We quote from jobbers’ stocks, f o.b. Chi- 
cago: Competitive grade knit wrist gloves. 
$1.30 per doz. pairs: heavy grade knit wrist 
gloves, $1.90 per doz. pairs; heavy cotton 
gauntlets, $2.50 per doz. pairs. 


Eaves Trough and Conductor Pipe. 
—The lowered price made public last 
week is in effect, no change being noted 
since then. Some future business is 
being booked. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: 29 gage lap joint eaves trough, 5 
inch, $6.30 per 100 feet; 29 gage corrugated 
conductor pipe, 3 in., $6.20 per 100 feet; 
corrugated conductor elbows, 3 in., $1.94 
per doz. 


Eye Hammers and Sledges.—A re- 
duction of 10 per cent is announced in 
this line. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: B'acksmith's striking and stone 
sledges, 5 Ibs. and over, 12c. per Ib. 

Flint Paper.—Nothing of importance 
has déveloped in the field of abrasive 
papers. Stocks are in good condition 
and shipments are made promptly. 

We quote from jobbers’ stocks, f.o.b. Chi- 


cago: First quality Flint paper No. 0, $5 
per ream; second quality No 0, $4.50 per 
ream: first quality emery cloth No. 0, $30 


per ream. 
Files—A good demand for files is 
seen and prices are holding up well. 


We quote from jobbers’ stocks, f.o.b. Chi- 


eago: Nicholson files, 50 per cent discount; 
New American, 50-10 per cent discount 
Disston, 50 per cent discount, and Black 


Diamond, 40-10 per cent discount 

Furnace Scoops.—No change in price 
is recorded and the demand still seems 
good, the item being an active one in 
steel goods for immediate shipment. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Hollow black furnace scoops, $11 
per doz.; riveted black furnace scoops, $15 
per doz 


Galvanized Ware.—The market con- 
tinues inactive. Of course there is 
some buying, but it is mostly of bundle 
lots. Wholesalers have fair stocks and 
have not been in the market lately for 
new shipments, and while they believe 
it might be possible to get better prices 
than those quoted were they really to 
buy, they have not forced the issue. 
Manufacturers have increased stocks 
somewhat, but if the normal demand 
should come from all sources at one 
time it is doubtful if it could be fully 
supplied. 

Glass.—Business in very quiet in 
glass. Manufacturers are still months 
behind on orders and prices seem firm. 

We quote from jobbers’ stocks, f.o.b. Chi- 





cago Single strength A, all sizes, 77 per 
cent off; single strength three 
brackets, 77 per cent off: a i double 
strength A. 75 per cent off; S. P. putty in 
100-Ib. kits. $4.99; commercial putty, $4.25; 
glaziers’ points, Nos. 1, 2 and 3, 1 doz. toa 
package, 65c. per pkg. 

Handles, Wood.—The usual amount 


of business is recorded in wood handles. 
Stocks are in fair condition. Prices 
are the same. 

We quote from jobbers’ stocks, f.o.b. Chi- 


cago: No. hickory axe handles, $4 per 
doz.; No. 2, $3 per doz.; finest selection 
white second growth hickory axe handles, 
$6.30 per doz.; special white second growth 
hickory axe handles, $5 per doz.; No. 1 
hatchet and hammer handles, 85c. per doz.; 


second growth hickory hatchet and ham- 


mer handles, $1.60 per doz. 
Hatchets.—Prices 

have been recently. 

demand for hatchets. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: No. 2 extra quality broad hatchets. 
$24.20 per dozen: competitive grades, $17.25 
and up; warranted shingling hatchets, 
$17.35 per doz.; competitive forged hatchets, 
$10.25 per doz. 

Hammers.—The trade is making a 
consistent demand for hammers. Prices 
have not changed from the recently an- 
nounced reductions. 


remain as they 
There is a good 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago No. 114 first quality shingling ham- 
mers, $15.50 per doz.; regular first quality 
16-oz. nail hammers, $14.75 per doz.; Com- 
petitive grade nail hammers, $12 per doz.; 
polished, $8 per doz., galvanized finish 

Hose.—No announcement of the 


looked for new price has been made. 
There is very little activity in this item 
now. 

Hods, Coal.—Stocks are in better 
shape, but some houses are still out of 
certain sizes. The leading Chicago 
jobber is making shipments. Prices 
seem firm. 

Ice Skates.—Orders to fill in stocks 
are looked for right after the Christ- 
mas rush. Jobbers have fair assort- 
ments, but heavy demands will soon 
absorp the present supply. Some skat- 
ing weather is being enjoyed in this 


territory now and increased business 
seems in immediate prospect. 

Jack Screws.—This line has just 
taken a decline of 10 per cent. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago Jack screws, list less 30 per cent 

Lanterns.—The shortage is not as 
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great as it has been, stocks being con- 
siderably larger than they were a few 
weeks ago. There has been no price 
change, 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Dietz No. 2 cold blast ianterns, 
$14.25, with large fount, $15.75; best tubular 
lanterns, $9.25; Competition lanterns No. 
2 tubular, $7.50 per doz.; No. 2 tubular cold 
blast Competition, $10.85 per doz. 


Nuts and Bolts.—This market is 
quiet, more so than it has been at any 
time in months. The demand has ma- 
terially lessened and stocks are in bet- 
ter shape. The recent reductions, 
amounting to about 30 per cent, are in 
effect. 


We quote from jobbers’ stocks, f.o.b. Chi- 
20-10-5 


cago: Large sizes carriage bolts, 

per cent discount; small sizes, 30-10 per 
cent discount; large sizes machine bolts, 
30-5 per cent discount; small sizes, 40-5 
per cent discount; stove bolts, 60-10 per 
cent discount; lag screws, 40-10 per cent 


discount. 

Nails.—The nail situation is looking 
up. With the new price of $4.15 base 
comes the equally important announce- 
ment that stocks are in better shape, 
and shipments will come through in 
better quantity and in less time. In- 
creased demands are expected with this 
change. It should not be inferred there 
is any overstock of nails, but supplies 
are larger and ordinary requirements 
can again be met in a normal fashion. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Common wire nails, $4.15 per keg 
base. 

Paints and Oils.—The recovery of 
four cents a gallon made by raw and 
boiled linseed oil last week has been 
offset by a decline in the same amount, 
bringing the market back to the figures 
of two weeks ago. The marketable 
supply has increased and this has 
weakened the market. Other products 
in this field are unchanged in price. 

We quote from jobbers’ stocks, f.o.b. Chi 


cago: Strictly pure linseed oil, raw, in less 
than 5-bbl. lots, 97c. per gal; 5-bbl. delivery, 
$2c. per gal.: boiled linseed oil in less than 
5-bbl. lots, 99c. per gal.; 5-bbl. lots, 94c. 
per gal.; turpentine, $1.25 per gal.; de- 
natured alcohol, 90c. per gal.; pure white 
lead in 100-lb. kegs, $14 per keg. 


Picks and Mattocks.—A general de- 
cline of 10 per cent has just been an- 
nounced in this line. 


We quote from jobbers’ stocks, f.o.b. Chi- 


cago: First quality railroad picks, 6 Ibs. to 


Office of HARDWARE AGE, 
512 Tremont Building, 
Boston, Dec. 24, 1920. 
4 fester to do now but take inven- 
4 tories. To-day wound up the 1920 
Christmas trade and during the coming 
week the attention of the wholesale 
and retail trade will be devoted very 
largely to finding out where one stands 
stockwise. The carry-over of hardware 
in the average retail establishment 
probably will be smaller than it has 
been before at the close of recent 
One thing was very noticeable 


years. 
in the retail stores we visited in the 
past week. That was the often re- 


peated phrase by retail clerks: “We are 
all out of that.” In one instance that 


came under our notice the same clerk 
told that story to four customers in 
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7 lbs., $9 per doz.; first quality, 5-lb. mat- 
tocks, $9.60 per doz. 


Post Hole Diggers——No change in 
price is reported in this line. The 
demand is about the same as usual. 

We quote from jobbers’ stocks, f.o.b. Chi- 


cago: Eureka pattern diggers, $16 per doz.; 
Hercules pattern diggers, $20 per doz.; 


8-in. Iwan pattern augers, $22.50 per doz. 

Rope.—No heavy demand for rope is 
expected at this season; in fact, the 
demand continues light. Prices are 
without change. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: No. 1 manila rope, standard brands, 
25%c. to 2614c. base; No. 2, 24%c. to 25%c.; 
No. 1 sisal rope, full coils, standard brands, 
No. 1, 16%c. to 17%c.; No. 2 sisal rope, 
14% c. to 15%c. 

Steel Sheets.—Last week’s reduced 
prices on sheets has been followed by 
some increased demand. No future 
price change is in immediate prospect. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: 28-gage galvanized sheets, $7.60 per 
~ Ibs.; 28-gage black sheets, $6 per 100 

Solder.—No developments of impor- 
tance have been recorded in solder. The 
demand continues active and prices are 
without change. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Warranted 50-50 solder in full cases, 
25c. per lb.; less than case lots, 27c. per lb. 

Shovels.—Standard brands are carry- 
ing the same prices which have been 
in effect for several weeks. There is 
a fair amount of goods being sold and 
Chicago jobbers say they have no 
information that points to any change 
in price in the near future. 

Sash Cords.—The lower priced sash 
cords continue weak and show declines 
of a small nature. Silver Lake and 
Samson cord, it is prophesied, will be 
slightly lower in price early in January. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: No. 7 sash cord, $10.35 per doz. 
hanks; No. 8, $12.10 per doz. hanks. 

Stove Boards.—The heaviest business 
in this line is past, but there are orders 
for filling in stock in good volume. 
Stocks are in better shape than they 
The price situation seems firm. 





were. 

We quote from jobbers’ stocks, f.o.b, Chi- 
cago: Wood lined crystal stove boards, 
24 x 24, $13.65 per doz.; 26 x 26, $16.05 per 
doz.: 28 x 28, $18.85 per doz.; 30 x 30, $21.39 


per doz.; 33 x 33, $25.50 per doz.; 36 x 36, 


$30.50 per doz. 


BOSTON 


almost as many minutes. Even to-day, 
retail store owners were in the whole- 
sale market picking up odd_ things 
which had been promised customers. 

It seems highly probable, thérefore, 
that the hardware trade in general will 
have a comparatively small tax bill for 
1920. As for the hardware manufac- 
turers, many of them will be closed the 
coming week for the purpose of stock 
taking. In some instances they have 
expressed doubt as to their reopening 
Jan. 3, but generally speaking the aver- 
age manufacturer is not as pessimistic 
as some of the newspapers would have 
us believe. In fact, we have good 
grounds to believe that many of them 
are putting their equipment in order 
for 1921 business. In other words, peo- 
ple have begun to tire of all this pessi- 
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Stove Pipe.—The market has finally 
readjusted itself so it is possible to 
give a definite quotation on stove pipe. 
Heretofore premium prices have ruled 
and no exact figures could be given. 
Stocks are much better than they have 
been at any time this season, 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Stove pipe, 30 gage, $15.50; 28 gage, 
$19.35; 26 gage, $22.50; 6-inch short end 
elbows, 26 gage, $2.05; 28 gage. $1.70; 30 
gage, $1.45. 

Sporting Goods.—Business is not 
very brisk in this department. Sup- 
plies are larger than they have been. 
Price changes are very few. 

Wheelbarrows.—The usual amount of 
business for this season is noted in 
wheelbarrows, the activity being large- 
ly confined to the movement of goods 
for spring delivery. No prices have 
changed. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Common wood barrows, $4.50 each; 
contractors’ steel tray angle leg barrows 
range up to $10 each. , 

Washing Machines.—The looked for 
lull following demands for holiday sales 
is here in washing machines. The price 
situation seems firm, makers saying 
there will be no lower prices for some 
time to come, 

Wire Goods.— Galvanized barbed 
wire has dropped 30c., the new price 
being $5. Black annealed wire has 
also receded to the same Jevel as com- 
mon wire nails. Other prices in wire 
goods are without change. Good future 
business is being booked in wire cloth 
and poultry netting, the trade seeming 
to feel that there will be no lower 
prices in considerable time. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Barbed wire, galvanized, $5; black 
annealed wire, $4.15; black painted wire 
cloth, 12 mesh, $2.50 per 100 sq. ft. Orders 
will be accepted at this price to be shipped 
after Jan. 1 and to carry March 1 dating. 
Poultry netting, galvanized before weaving, 
50 per cent off; galvanized after weav- 
ing, 45 per cent off. The above prices are 
for direct factory shipment after Jan. 1 and 
to carry March 1 dating. Poultry netting 
from jobbers’ stocks, no dating, galvanized 
before weaving, 40-10 per cent off; gal- 
vanized after weaving, 40 per cent off; 100- 
Ib. spool galvanized cattle wire, $4.35 per 
spool; 80-rod spool galvanized hog wire, 
$4.65 per spool; 100-lb. spool 
hog wire, $5.30 per 100 Ibs.: No. 8 black 
annealed wire, $4.15 per 100 Ibs.; No. 8 
galvanized plain wire, $5.15 per 100 lbs. 


galvanized 


mistic talk that has been going around 
for considerably more than a month. 
They are anxious to get busy again, 
and not all of them are intending to 
wait for the other fellow to start some- 
thing. 

Many local jobbers feel the same 
way about the situation. The only rea- 
son, they say, they have withheld pur- 
chases has been a fear of accumulating 
large stocks prior to inventory taking. 
You cannot find a jobber here, at least, 
but what believes 1921 will come 
through all right. They say consider- 
able uncertainty exists regarding the 
early part of the new year, but they 
one and all feel that this will wear off 
quickly. Business, like everything else, 
is based on money, and the bankers in 
this section of the country are feeling 
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& great deal easier thar they have be- 
fore in many months. In banking cir- 
cles it is openly predicted that money 
will be more plentiful and cheaper by 
Feb. 1, and more so by March 1. With 
loanable money more plentiful, business 
must improve. 

Barbed Wire.—A further downward 
revision in barbed wire quotations is 
noted here. Local wholesale supplies 
are small, so the change in prices will 
make comparatively little difference to 
the trade. The consumption of barbed 
wire throughout New England, insofar 
as the hardware trade is concerned, 
does not amount to a great deal. 


We quote from jobbers’ stocks: Galvanized 
cattle wire, reels $5.75 per 100 lb.; galvanized 
cattle cable, $5.75. Galvanized barbed wire, 
80 rod reels, $4.90 per reel; cable, $4.48 
f.o.b. Boston. Staples, $5.75 per 100 lb. 


Baseball Goods.—Based on the reduc- 
tion in leather during the past few 
months, manufacturers of baseball 
gloves, etc., have reduced their lists 
about 10 per cent, and jobbers here 
have done likewise. 

Bolts and Nuts.—Little of interest 
has developed in the market for bolts 
and nuts during the past fortnight. 
There is of course more or less stock 
going out of stores all the time, but 
the demand is below normal, and there 
is nothing which indicates it will im- 
prove within the near future. One 
hears more or less talk regarding lower 
prices, but there appears to be nothing 
authentic on which it can be based. The 
price to-day has little or nothing to do 
with the demand. The average con- 
sumer does not want bolts and nuts at 
any price. Some of the manufacturers 
in this section of the country, who have 
recently received stock on order, have 
shipped it back to the jobbers, abso- 
lutely refusing to accept the goods. 


We quote from jobbers’ stocks: Machine 
bolts with H. P. nuts, %x4, smaller and 
shorter cut threads, 25 per cent discount; 
longer and larger, 20 per cent discount; 
with C. T. & D. nuts, all sizes, list plus 10 
per cent; tap bolts, list plus 10 per cent; 
common carriage bolts, all sizes, 15 per 
cent; stove bolts, larger lots, 50 and 10 
per cent; bolt ends, 20 per cent discount; 
nuts, H. P. square blank and square tapped, 
hexagon blank and tapped, list plus 3c.; 
Cc. P. C. & T. square blank and tapped, hex- 
agon blank, list plus 5c.; extras of lc. to 
5c. per lb. are charged for less than keg 
lots. Semi-finished hexagon nuts, 40 per 
cent; finished case hardened nuts, 40 per 
cent. 


Cooking Ware (Glass).—Jobbers dur- 
ing the past week have received initial 
orders for glass cooking ware to be de- 
livered during the early part of 1921. 
The season just ended was one of the 
most active on record. Jobbers say 
sales would have been very much larger 
were goods available, but that the man- 
ufacturers were simply swamped with 
business and therefore unable to satisfy 


everybody. 
We quote from jobbers’ stocks: Casse 
roles, rounds, 1 qt., $1.75 each; 1%-qt., $2 


each; 2-qt., $2.50 each. Baking dishes, un- 
covered, 1-qt., $1 each; 1%4-qt., $1.25 each; 
2-qt., $1.50 each. Pie plates, 90c. to $1 
each. Cake dishes, 90c. each. Bread pans, 
$1 to $1.75 each. Custard cups, 25c. to 35e 
each. Ramekins, 20c. each. Jobbers’ terms 
are 30 per cent off list. 


Hammers.—Local jobbing quotations 
on heavy and striking hammers, includ- 
ing stone, ship mauls and sledges, have 
been reduced approximately 10 per cent. 
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Iron and Steel.—The market for iron 
and steel appears to be drifting along 
in an uneventful manner. The recent 
reduction in prices failed to stimulate 
business, possibly because there is con- 
siderable competition from small inter- 
ests who have been able to pick up 
small offerings from manufacturers 
were desired to reduce inventories as 
much as possible. 

We quote from jobbers’ stocks: 


Iron.—Refined, $4.65 per 100 lb. base; 
over 6-in. wide, $5.65; best refined iron, 
$5.50; Wayne, $8.50; band iron, $4.65; 


hoop iron, $6; Norway, $15. 

Steel.—Soft steel bars, $3.70 per 100 Ib.; 
base flats, $4.50 to $4.85; concrete bars, 
plain, $4; twisted, $4.25; angles, channels 
and beams, $3.70 to $3.80; tire steel, $5 to 
$5.50; open-hearth spring steel, $8.50; cru- 
cible spring steel, $14; steel bands, $4.65 
to $6.25; steel hoops, $6; cold rolled steel, 
$5.50 to $9.50; toe calk steel, $7. 

Quantity differentials, lots under 1000 Ib 
of a size, 35c. per 100 Ib.; lots 1000 lb. to 
1999 Ib. of a size, 15c. 

Nails.—Some of the local stores who 
have been selling wire nails on a base 
of $7.50 per keg have reduced prices 
$2. The wholesale price, however, has 
not changed. Jobbers still have a large 
number of wire nail back orders to fill. 
The cut nail situation is sentimentally 
easier, but no actual change in prices 
is noted anywhere. 


We quote from jobbers’ stocks: Wire 
nails, per keg, $4.75 to $6 base; coated wire 
nails, $5 per standard 100 lb. keg base; cut 


nails, $7.50 per keg base, with the Tremont 
schedule of extras. 


Percolators.—During the last week 
there has been a big smash in prices 
on cheap aluminum percolators, and the 
market for them is completely upset. 


Planes.—One of the largest manu- 
facturers of planes has issued a new 
price list which shows a decline of ap- 
proximately 10 per cent. Local whole- 
sale prices have been adjusted accord- 
ingly. 

Pliers.—Deliveries on certain makes 
of high-grade pliers are still backward, 
due to the inability of the manufactur- 
ers to handle the large amount of busi- 
ness still on their books. There are 
plenty of cheap stock available, how- 
ever, and prices on same are generally 
reported as barely steady. 

Kraeuter Goods.—Combination pliers, 5% 


in., $12.20 per doz.; 6 in., $14.45; 8 in., 
$17.50; 10 in., $21.30. Side cutting pliers, 
4 in., $17.50 per doz.; 5 in., $18.50; 6% in.. 
$20.15: 7 in., $23.80: 8 in.. $26.45. Button’s 


pliers, 6% in., $12.10 per doz.; 8 in., $15.30; 
10 in., $18.50. Common flat nose and com- 
mon round nose pliers, 4 in., $11.10 per doz.; 


PTT 1 seni 1 < 
I I i I & 


MARKET REPORTS 


At no time in the history 
AGE has the 


reports been of more value 


of HARDWARE 
than right now. The wise 


merchant is the careful 


reader. 


Erno Wusennaity 





77 


414 in., $11.60; 5 in., $12.20; 5% in., $12.80; 


6 in., $14.05. Milliners’ pliers, 4% in., 
$17.20 per doz. Electricians’ pliers, 6 in., 
$25.55 per doz. Diagonal pliers, 5 in., 


$22.60; 5% in., $24.30; 6 in., $26.55. 

Reading Goods.—The Reading Saddle 
& Mfg. Co., Reading, Pa., low-priced 
hardware, has issued a new price list 
which shows a decline of about 10 per 
cent on some things. 

Rules.—The Stanley Rule & Level 
Co., New Britain, Conn., has issued a 
new price list on levels, which shows a 
decline of about 2 per cent. Rules, 
while by no means as scarce as they 
were two or three months ago, never- 
theless are by no means plentiful. The 
situation is such that jobbers cannot 
send to the factories and get what they 
want within a short time. 

Scissors and Shears.—The holiday 
trade in scissors and shears was light. 
This applies to medium as well as high- 
priced kinds. 

Scissors. — Standard 


ladies’, Landers, 











Wrary & Clark, 4-in., $11.50 per doz.; 41,- 
in., $12; 5-in., $12.50; 6-in., $14. Heinisch 
c $12.20; 5-in., $13.10; 6-in., 

$11.50 per doz.; 4%- 


Button hole, 4%4- 


Manicure, 3%-in 
314-in., 316.35 per doz. 
F & Clark, ja- 

b-in., $10.50 per 





y 90 per doz. ; 2 n., $13 90 
Screws.—Local jobbing prices on iron 
wood screws have been reduced 2!; 
points, placing flat head bright 
70 per cent discount basis. Loca! 
tations on machine screws are 
changed, although the market is 
ported as very well stocked and dull. 
We quote fror bi Py 


ona 
quo- 
un- 


Fe- 








screws, flat head br 
count: flat head blue 
discount; round head b 
discount; flat head bra 
count; round head brass 
count: flat head brass pl 
disegunt; round head 1 ’ 
discount: flat head nickele 
count: flat head galvan 
discount 

Coach serews 5 per ¢ if | ) .] set 
screws. 40 per cent discount ip serews 
square and hexagon, lis ils per cent 
discount: fillister, net 1 ind rund 
cap. list plus 10 per lis ron ma- 
chine screws, flat ; I ‘ 10 per 
eent discount fill 0 c dis 
count: flat and round } d brass 0 per 
cent discount: fillister 25 7 nt discount 


Silverware.—The Oneida Community, 
Ltd., is guaranteeing prices against a 
decline until Feb. 15 next. 

Tape.—Following a reduction in the 
price named by a large local manufac- 
turer, jobbers have reduced their quo- 
tations on tire tape approximately 16 
2/3 per cent. The reduction was made 
possible by the decline in costs of raw 
materials. 

Twine.—The Boston market on hemp 
twine is about 20 per cent lower and on 
marline about 10 per cent. 

Wrench Sets.—One of the popular 
New England makes of wrench sets 
has been reduced about 10 per cent, 
and wholesale prices have been revised 
accordingly. 
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Office of HARDWARE AGE, 
1002 Park Building, 
Dec. 27, 1920. 


pteanags Christmas activity in hard- 
ware, particularly toys and special- 
ties, is reported to have been well up 
to the normal volume of the past four 
or five years. In jobbing circles, how- 
ever, business has dwindled as it usu- 
ally does in the closing weeks of each 
year. Retailers have been too busy to 
entertain traveling salesmen or give 
them any attention and practically al! 
of the men traveling out of Pittsburgh 
have returned. The week has _ been 
marked by very few changes in prices 
but a number of manufacturers have 
announced their intention of issuing 
new lists either between now and Jan. 
1, or soon after the latter date. Job- 
bers here say that while the steel com- 
panies are taking about all the business 
that is beiig offered them, shipments, 
notably of nails and other wire prod- 
ucts, still are small. This may be ex- 
plained by the fact that a number of 
independent steel companies, the order- 
books of which have been sharply re- 
duced as the result of the contraction in 
buying in the past few months, and 
latterly by cancellations and suspen- 
sions, now have their plants down or 
are operating them at a very reduced 
rate. The tendency of these steel com- 
panies is to accumulate, rather than to 
produce against, orders with an idea of 
building up a good schedule when there 
is a resumption of operations. 

The trade in this district regards the 
year now drawing to a close in a fav- 
orable light. While dealers experienced 
a good many annoyances as a result of 
labor and transportation conditions in 
getting supplies when they were 
wanted, there is no question but that 
the year was a profitable one and in 
the light of the general recession in 
business in the latter part of the year, 
there are a good many of the trade 
who are congratulating themselves that 
they did not secure full and prompt 
shipments against their orders and 
were able to secure releases against 
purchases which now would have 
formed a _ surplus and _ high-costing 
stock. The entire trade is entering the 
new year with very moderate stocks 
and the price adjustments are not go- 
ing to seriously discommode any of 
them. Practically everybody expects 
there will be a good business in 1921, 
although the more common expecta- 
tion is that until the price revisions are 
completed and wages have been brought 
more into conformity with the altered 
conditions, business may lag for a time 
during the forepart of the year. 


Automobile Accessories.—Conditions 


are much as last reported with tires 
finding a very slow sale and not much 
activity noted in other articles except 
anti-skid chains and other accessories 
which find use at this particular time 
of the year. 


Axes.—Manufacturers have not yet 
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caught up with their old obligations but 
because everything else is on the de- 
cline some jobbers express the belief 
that prices of axes soon will be revised 
downward. 

We quote from jobbers’ stocks: Single 
bit, base weight axes at $18 doz.; double 
bit, base weight axes, $23 doz.; Sager 
single bit axes, $25 doz.; Hiawatha boys’ 
handled axes, $15.50 doz. 

Bars.—Jobbers served by the Corpo- 
ration are getting liberal shipments at 
present as the bar mills, in common 
with all finishing capacity of the lead- 
ing interest, are operating at a high 
rate and shipments are going forward 
freely since cars are plentiful and the 
railroads unhampered by any _ bad 
weather. Shipments of bars from in- 
dependent mills, however, are moder- 
ate because these mills are either down 
or running at a low rate and are ac- 
cumulating a back-log of business suffi- 
cient to insure steady operation after 
the holiday idleness. Jobbers’ stocks 
are ample for all requirements and the 
prices named by the steel companies 
operating warehouses have to be met 
by the smaller units. The passing of 
the shortage of steel bars has reduced 
the demand for iron bars and the latter 
are easier, with prices of refined bars 
in Pittsburgh $5 to $10 per ton below 
the recent levels. This change has been 


reflected to some extent in jobbing 
prices. 
We quote from warehouses, steel bars, 


$3.10 per lb. for the base sizes, with the 
usual mill differentials for other sizes, iron 
bars, 5c. to 5.50c. per lb. base. 

Bolts, Nuts and Rivets.—The supply 
situation steadily is growing easier for 
manufacturers are able to secure ample 
supplies of raw material and no longer 
are turning a deaf ear as they were a 
few weeks ago to the new demands of 
the jobbers. 


We quote from jobbers’ stock: Machine 
bolts, % x 4-in. and smaller, 40 per cent off 
list; larger and longer, 25 per cent off list; 


carriage bolts, % x 6-in. and smaller, 30 
per cent off list; other sizes, 20 per cent 
off list; nuts, hot-pressed, list plus $2; cold- 


pressed, list plus $4; track bolts. $8.50 to 
$9 base per keg. Large rivets, $6.50 base 
per keg. 


Machinists’ Hammers.—First quality 
machinists’ hammers have been marked 
down 12% per cent and semi-finished 
hammers about 20 per cent, these 
prices being immediately effective. 

Malleable Fittings.—-Nothing yet has 
been announced as to new prices, but 
the common impression in the trade 
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here is that makers who have been 
quoting higher than the Crane & Co. 
list will revise their prices to the bases 
of that company. 


Sheets.—Although there has been 
considerable curtailment of independ- 
ent sheet making capacity in the past 
two weeks, jobbers are getting ship- 
ments in far greater quantity than they 
can dispose of them and the result has 
been a further cut in prices. In black 
sheets the reduction amounts to 50c. 
per 100-lb., in galvanized 30c. per 100- 
lb., and in blue annealed 60c. per 100-Ib. 
from the most recent quotations. 


We quote from warehouse: One pass 
cold-rolled black sheets, 5.95c. per lb. base, 
Pittsburgh; galvanized, 7.30c. base; blue 


annealed, 4.90c. base; 2%-in. corrugated 
galvanized sheets, standard gage, 5.68c per 
square. 

Tin Plate—Warehouse receipts of 
roofing ternes have increased materially 
in the past week or ten days, and since 
the shortage has been further eased 
down by a lighter demand, the price is 
down $2 to $2.25 per case from previous 
quotations. No change is noted in 
standard coke tin plate which holds at 
$9.50 per base box but the demand is 
seasonably slow, and in view of liberal 
shipments from the mills’ in the past 
two weeks the supply situation dis- 
tinctly is easier. 

We quote from warehouse: Standard 
coke tin plate, $9.50 per base box; roofing 
ternes, 20 x 28-in., 40-Ib., i.e., $26 to $26.25 
per case of 200 lbs. 

Wire Products.—Supplies of nails 
still are somewhat short, but the scarc- 
ity is not of the acute character of a 
few months ago. The American Steel 
& Wire Co. is making further steady 
shipments to its distributors and the 
latter are making pretty rapid progress 
in cutting down the tonnages they owe 
the retailers. Independent mills are 
taking orders fairly freely but are not 
operating so heavily, and their ship- 
ments consequently are pretty light. 
The wire mills are quite generally clos- 
ing down for the holidays and mean- 
while such orders as are coming in are 
being accumulated for production after 
the turn of the year when operations 
are resumed. 

We quote from jobbers’ stocks: Wire 
nails, $3.90 base per keg; annealed wire, 
base sizes, $3.90 per 100 lb.; galvanized 
wire, $4.60; galvanized barbed wire, $4.75; 


wire brads, 60 to 70 per cent off list; 


woven wire fencing, out of stock, 50 per 


cent off list. 


CLEVELAND 


Office of HARDWARE AGB, 
538 Guardian Bldg., 
Cleveland, Dec. 27, 1920. 
] ETAIL hardware dealers enjoyed a 
fairly good Christmas trade, sales 
being about normal for the holiday sea- 
son. Electrical goods, Christmas tree 
outfits, cutlery, glass cooking ware and 
other lines moved well. Outside of 
merchandise for which the demand is 
stimulated during the holidays the mar- 
ket as a whole is rather quiet, although 


the larger downtown stores report a 
good volume of business. 

Some important price changes came 
out during the week. Various mill sup- 
plies show a marked downward ten- 
dency, as these are more quickly af- 
fected by the reduction in the cost of 
mill products than merchandise that 
takes a longer time in passing from a 
raw material state to the dealers’ 
shelves. Some of the reductions just 
made will have an effect in cutting 
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Paint Material Prices as Quoted in New York—December 27, 1920 








Animal, Fish and Vege- Olive, denatured, bbl., Gum Shellac Black, Ivory ....-..--. 15 @30 
table Oils— per gal. ..+-+seeees $2.70@2.80 ee Orr rrr $1.30 Lampblack .........-- 12 @40 
Linseed, Raw, carload Neatsfoot, Prime...... .85@ - Fine Orange .........- .90@ .92 Blue, Chinese ..-....-- s2 @— 
lots, gal. inks ee wea $ .78@ .79 Palm, Lagos, in casks, a Be OS GE sob cncace wes 75 Blue, Prussian ......- 82 @— 
City, 5-bbl. lots, gal... .81@ .84 : mae 8 ib... it ‘Sohal’ £6 fs 7 a NE iv icawewdcecaeaes nominal Blue, Soluble ....... 8s @— 
Out-of-town, 5 bbl. lots Cogn” eam, Wee Te «= 2G Kala Button ....cccccece: nominal Blue, Ultramarine ....15 @45 
and over, gal...... .78@ .79 Miscellaneous SS Ae era 70 Brown. American. Burnt 3 @ 4 
Boiled, 2¢ per gal. advance on Raw. Barstes: el A ae 1.30 mewn. Sienna, jtalian, ones 
—_ a. a — 50@1.55 Prime, White, ton.........! De Te Oe eecxccees 9@ .92 . eit aod owdered.. 6 - . 
n S., per gal..... a A urkey, hs 6 cues 5 @6 
. Off color, ton........+++++- White and Red Lead, Ete. Brown, Raw Lump..... 5 @6 
Cotton seed, : Chalk, precipitate, per Ib...£ Cents per Ib. Chinn: Channa 45 @70 
po ee 6%@ — Heavy, per Ib.......--:. 4% @4% White Lead, Dry...... 9'1,@ 9% Rion " i - ates : 
Yellow Summer, Prime, ox China, Clay, domestic Rae RE eee a 11% 1 ng . ont a33 
BD. cecrcecerensesers 42 @ 2 powdered, per ton............ 25 Red Lead. Dry...... .10%@11 at Coumian Se, oe 
Tallow, acidless, gal MM 95 Imported, powdered, per ton....35 og a ie a aie o% cain _  5.c0@s.i0 
Menhaden Whiting, per 100 Ib.: aoe —— Indian Red, Standard...14 @16 
Crude, bbl., gal....... .80@ po Seu one aas poe aa Oxide, Selected, per Ib. 914@10 Rose Pink .... ...28 @40 
Light pressed, gal..... MO@ OS ale ers wethwaenenh hee 4 @1.5 Red Seal 10% @1i Tuscan Red . : 25 @30 
Bleached Winter, gal... .57@ .59 EX. Gilders .........-. a in Para Pure 2 204 
Litharge, casks, per Ib. .10@10%¢ sreen Seal ..+- eee eee +@lo's aad : aa 
Cospanet. Ceylon, bbl., - Gl White Seal ....ccccc- 13 @13% ommercial 2 @3 
N. ¥., per Ib....... 2% @13 siues a Vermilion, English ....1.10@— 
Cod, Domestic, Prime... .68@ .70 Fish, gal. ..+-+esseeee 1.40@1.80 war Canes Per Ib. Natural Red Oxide... $ @5 
Newfoundland, in bbl.. @ .85 gone, Ib. . vee BOG Black, Carbon Gas....12 @30 Yellow, Chrome .. 29 @— 
Corn, Refined, bbl., 1b.13%@144 Spirits of Turpentine Black, Bone 5144@10 Ochre, French ...... $5.@ 5% 
Crude, bbl., per Ib...... 94@9% Per Gal. Jars ..cccecccscosss 75 Black, Drop ......... 6 @15 po Pre er eer 30 @50 
down the cost of building. These in- radiation. The new prices became effec- the line of flashlight batteries and 
clude lower prices on steam and hot tive Dee. 20. cases made’ by the American Ever 


water boilers, radiation, furnace pipe 
and fittings, sash weights and _ steel 
tanks for water supply, hot water stor- 
age, etc. 

Jobbers’ sales are light at present, 
but most of their traveling men have 
been off the road for a week. Retail- 
ers’ purchases recently have been most- 
ly fill-in orders, as the general attitude 
of the trade is to hold off in buying in 
order to be able to take advantage of 
anything the market has to offer. The 
stocks of most dealers and jobbers, and 
many manufacturers, are low. It is 
stated that retailers have’ purchased 
only about 50 per cent of their require- 
ments in merchandise for next spring 
and a very active market is looked for 
about February. Some predict a scarc- 
ity in many lines of merchandise be- 
cause of the present low stocks, should 
a good demand spring up rather sud- 
denly. 


Automotive Tires and Accessories.— 
The demand for tubes and casings is 
about normal for this time of the year 
and some of the retailers report more 
activity in accessories than for some 
time. Tire chain is moving well. The 
supply of small chain is now fairly 
good, but there is a shortage in chain 
over four inches. Some price conces- 
sions are being made on certain lines 
of accessories to clean out stocks, but 
no reductions are reported in manufac- 
turers’ prices. 


Bolts and Nuts.—Prices on bolts and 
nuts are still very irregular as jobbers 
are naming rather low prices in order 
to close out stocks before inventory 
time. The demand is rather slow. 

Jobbers quote large machine bolts at 35 
to 45 per cent off list; small machine bolts, 
40 to 50 per cent off list; large carriage 
bolts at 35 per cent off list; small carriage 
bolts, 40 per cent off list. 

Boilers and Radiation.—Manufactur- 
ers have made a 12'4 per cent reduc- 
tion in prices on steam and hot water 
boilers and a 7! per cent reduction on 


Barb Wire.—Few orders are being 
placed at present for barb wire and 
jobbers now have fair stocks. Prices 
are unchanged. 


We quote barb wire from jobbers’ stocks 
in 80-rod spools as follows: Cattle wire, 
aeae: hog wire, $4.55; American special, 

Cap and Set Screws.—Following re- 
ductions by manufacturers, jobbers 
have marked down their prices on cap 
and set screws. 

Jobbers quote square and hexagon cut 
cap screws at 35 and 5 to 40 and 5 per 
cent off list; rolled cap screws at 40 and 
5 to 45 and 5 per cent off list; rolled set 
screws at 45 to 50 per cent off list; large 
set screws with cut thread at 40 to 45 per 
cent off list. 

Chain.—The chain market is rather 
dull at present. Prices are unchanged. 

Jobbers quote % in. common chain at 
1014c. per lb. for stock shipment. 

Cutlery —The demand for cutlery 
for the ‘holiday trade was about nor- 
mal. Jobbers were able to fill all the 
late retail orders and still have fair 
stocks. 

Electrical Goods.—Sales of most lines 
of electrical goods were very satisfac- 
tory during the holiday season and job- 
bers’ stocks of toasters, grills and per- 
colators were well cleaned out. Elec- 
tric irons did not move as well as other 
lines and the supply of these is still 
ample. 

Faucets.—A shortage has developed 
in burglar proof faucets. There has 
been a good demand for these faucets 
for a long time, and this demand ap- 
pears to be increasing. 

Fittings. — Manufacturers of mal- 
leable fittings who have been quoting 
prices considerably higher than those 
that have been maintained by a leading 
manufacturer for nearly a year, have 
reduced their prices on fittings so that 
now nearly all manufacturers are on 
the same price basis. 

Flashlight Batteries and Cases.—The 
jobbing trade announces that no price 
reduction is expected for six months on 


Ready Co. 


Furnace Pipe and Fittings——A sharp 
reduction in prices has been made by 
some manufacturers of furnace pipe 
and fittings for factory shipment. 


Galvanized Wire.—Galvanized wire 
is moving rather slowly at present. 
Prices which recently declined are 
steady. 

Jobbers quote No. 3 galvanized tubs at 
$45 per doz. and 12-qt. light pails at 34 
per doz. 

Ice Skates—Considerable activity 


has developed recently in ice skates in 


the form of fill-in orders. Prices are 
unchanged. 
Jobbers quote: Union Hardware Co.'s 


polished skates with screw clan $1.05 
$1.30 and $1.85 for the three popular grades 


ips at 
ps a 


Nails and Wire.—There is a fair de- 
mand for wire products for this season 
of the year. Mill shipments continue 
to improve and jobbers now have fair 
stocks and can make prompt shipments. 
Prices are unchanged. 


Jobbers quote prices as follows Wire 
nails, $4 per keg: No. 9, annealed wire, $4 
per 100 Ilb.; cement-coated nails, $4 per 
100 Ib. 

Oil Cook Stoves.—Oil cook stoves 
continue to move well for immediate 
shipment. There is not much demand 
for these for spring delivery. 

Jobbers quote the Kerogas type of cook 
stove as_ follows: Two-burner, $12.90; 
3-burner, $17.45; 4-burner, $21.70. 


Oil Heating Stoves.—Jobbers have 
large stocks of oil heating stoves, for 
which there is a fair demand at present. 


Process oil h 


Jobbers quote New 
stoves at $5.10 for japanned 
nickel trimmed stoves. 


Poultry Netting and Wire Cloth— 
There is very little activity at present 
in poultry netting and wire cloth. 
Prices are unchanged and jobbers do 
not look for reductions. Buyers doubt- 
less would have no difficulty in placing 
orders with a guarantee against a price 
decline before July 1. 


eating 
and $5.85 for 


Jobbers quote as follows: Poultry net- 
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ting, 45 per cent discount f.o.b. Pittsburgh 
for mill shipment and 40 to 40 and 5 per 
cent discount for shipment from stock for 
alvanized weaving: black wire cloths, 
2.75 per 100 sq. ft. for shipment from 
stock, and $2.50 f.o.b. Pittsburgh for mill 
shipment; white metal and galvanoid wire 
cloth, $3 per 100 sq. ft. for mill shipment 
and $3.25 for stock shipment; bronze wire 
cloth, $9.25 per 100 sq. ft. 

Roasters.—The demand for roasters 
was heavy during the holiday season 
and jobbers’ stocks were virtually 
cleaned out, so the supply at present is 
scarce. 


Semi-Finished Nuts.—Following low- 
er prices named by manufacturers, job- 
bers have reduced quotations on semi- 
finished nuts. Jobbers now quote small 
semi-finished nuts at 60 to 65 per cent 
off list and large 50 to 55 per cent off 
list. 


Sheet Brass.—Prices have further de- 
clined on brass sheets and rods about 
4c. per lb. Jobbers quote sheet brass 
at 25c. per Ib. 


Sash Weights.—Sash weights have 
further declined $5 per ton and are now 
quoted by jobbers at $56 per ton for 
shipment from stock and $51 per ton 
for shipment from foundry. 


Steel Sheets.—Sheets are moving 
rather slowly at present and the sup- 
ply is plentiful, as jobbers are having 
no difficulty in getting shipments from 
manufacturers. Prices are unchanged. 

Jobbers quote black sheets at 5.75c.; gal- 
vanized sheets at 7.25c. for No. 28 gage; 
blue annealed at 5c. for No. 10 gage. 

Stoves.—While no definite informa- 
tion has yet been given out by manu- 
facturers, a price reduction on gas 
stoves is expected about Jan. 1. The 
demand is very light at present and 
jobbers attribute this to the prevailing 
high prices. 


Shovels.—There is a fairly good de- 
mand at present for shovels for early 
delivery. Few sales are being made 
for spring shipment, as much of this 
business was placed some time ago. 
Prices are unchanged. ; 


Tinware and Japanned Ware.—Price 
reductions of 10 per cent have been 
made on tin and japanned ware. These 
are moving rather slowly at present. 


Tanks.—The Biggs Boiler Works Co., 
Akron, Ohio, has made a price reduc- 
tion of 25 per cent on pneumatic water 
supply tanks, air receivers, hot water 
storage tanks and oil and gasoline stor- 
age tanks. The company announces 
that the reductions were made to assist 
in reducing the present high cost of 
materials used in the building trades. 


Valves.—A price reduction of 10 per 
cent has been made on the Jenkins 
Brass Co.’s line of brass valves. 


Washers.—Manufacturers’ prices on 
washers have pretty much settled down 
$4 off list. Many makers have until 
recently been quoting higher prices. 
Jobbers quote washers at $3 off list. 


Paints and Oil.—Paint, varnishes and 
oil are moving slowly at present. Prices 
are unchanged. Jobbers are taking 
some orders for paints and varnishes, 
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guaranteeing prices up to the time of 
shipment, but not many retailers are 
buying for future delivery. 


We quote from jobbers’ stocks: Stand- 


TWIN 


3725 Colfax Avenue South, 
Minneapolis, Minn. 
December 20th, 1920. 
‘YENERAL business conditions remain 
about the same as for the past two 
weeks, with the exception that dealers 
and jobbers are daily becoming more 
optimistic as to the future. At least 
seventy-five per cent feel that there 
will be a decided improvement shortly 
after the first of the new year. 

This growing feeling of optimism is 
really all that is needed to get things 
going again. The need for material 
and merchandise is as great if not 
greater than ever. 

Retail hardware dealers have done a 
fair amount of business in spite of the 
apparent let-up, and the total business 
for the year will, without question, be 
the biggest year in the history of prac- 
tically every dealer. 

By going ahead with business in the 
usual way, keeping up stocks, reducing 
prices as necessary, and carrying a 
spirit of optimism and confidence in 
the future, the dealer can do his share 
in steadying the present conditions. 
There is no cause for serious concern. 

Builders’ Hardware.—While very little 
actual building is now under way, ef- 
forts are being made to get an early 
start after the first of the year. Or- 
ganizations are being formed to help 
the man of small means to build a 
home for his family on very reasonable 
terms. It is better for business in 
general to have hundreds of small 
homes built than two or three larger 
structures even though the total value is 
the same. 


Axes.—The market is plentifully sup- 
plied. Sales are fair. No price changes. 





We quote from jobbers’ stocks: Single 
bit, base weights, $16.50 per doz.; double 
bit, base weights, $21.50 per doz 

Ash Sifters.—Sales are dull. Very 


little demand for this item. No price 


changes. 

We quote from local jobbers’ stocks: 
Wood square, $4.50 doz.; metallic round, 
$4.75 doz.; wood barrel, $15 doz. 


Bale Ties.—Very little business is 
noticeable in this item. Price remains 
as last quoted. 

We quote from local jobbers’ 
60-5 per cent from standard lists. 

Bolts.—Due to practical closing down 
in factory work until after January 1 
sales are very light. There has been 
no further change in price. 

We quote from local jobbers’ stocks: 
Small carriage bolts, 20 per cent; large 
carriage bolts, 15 per cent; small machine 
bolts, 30 per cent; large machine bolts, 20 
per cent; stove bolts, 50-5 per cent; lag 
screws, 30-10 per cent; plow bolts, 20 per 
cent. 

Coal Hods.—Sales rather inactive. 
Jobbers have a large supply and very 
little demand. No price changes. 


We 


stocks: 


local jobbers’ stocks: 


quote from 
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ard makes of mixed paints at $4.60 per 
gal. for colors and $3.85 for white; linseed 
oil at $1.05 for raw and $1.07 for boiled oil 
in barrel lots; turpentine at $1.20 per gal. 
in barrels and white lead at l4c. per Ib. 
in 100-lb. kegs. 


CITIES 


Japanned 17-in. open, $5.20 doz.; japanned 
18-in. open, $5.50 doz.; japanned funnel 
17-in., $6.55 doz.; japanned funnel, 18-in., 
$7.20 doz.; galvanized open, 17-in., $8 doz. ; 
galvanized open, 18-in., .75 doz.; gal- 
vanized funnel, 17-in., $5.90 doz.; galvan- 
ized funnel, 18-in., $11.70 doz. 


Files.—Sales are at a low point and 
very little further business expected 
for two or three weeks. No price 
changes. 


We quote from local jobbers’ stocks: 
Nicholson files, 45-5 per cent; Riverside 
and Arcade brands, 50-10 per cent. 

Galvanized Ware.—Business in this 
entire line is very light. Jobbers’ stocks 
are large. There has been no further 
decline in price. 

We quote from local jobbers’ stocks: 
Standard No. 1 galvanized tubs, $10.95 per 
doz.; standard No. 2, $12.30 per doz.; 
standard No. 3, $14.35 per doz.; heavy gal- 
vanized No. 1, $24.00 per doz; heavy No. 
2, $26.50 per doz.; heavy No. 3, $28.00 per 
doz.; standard 10-qt. galvanized pails, $3.85 


per doz.; standard 12-qt., $4.20 per doz.; 
standard 14-qt., $4.70 per doz.; standard 
16-qt. stock, $7.20 per doz.; standard 18- 


stock, $8.35 per doz. 


Glass and Putty.—This continues to 
be one of the best items in a retail 
way at present. No price changes. 


We quote from local jobbers’ stocks: 
Single strength “A” grade glass, 76 per 
cent; double strength “A” grade glass. 78 
per cent. Commercial putty in bladders, 
$5.15 per cwt. 


Lanterns.—Business not up to what 
is ordinarily expected at this season of 
the year. Prices remain unchanged. 

We quote from local jobbers’ stocks: 
Tubular Long Globe or Short Globe, $13 
per doz.; Tubular Dash, $17.60 per doz.; 
Dietz Cold Blast No. 2, $14.25 per doz. 

Nails.—There has finally developed a 
decided improvement in factory ship- 
ments of nails, due no doubt to 
the fact that they have been receiving 
stocks to manufacture nails with and 
that they have been receiving very few 
new orders. There have been no further 
changes since that of fst week. 

We quote from local jobbers’ stocks: 
Standard wire nails, $4.85 per keg base; 
Coated, $4.35 per keg base. 

Paper.—There is a very light demand 
for paper as is usual at this season. 
No price changes have been made. 

We quote from local jobbers’ stocks f.o.b. 
Minneapolis: Barrett’s No. 2 tarred felt, 
$4.15 per cwt.; Barrett’s threaded felt, 500- 
ft. rolls, $2.08 per roll; Slater’s felt, $1.39 
per roll; No. 20, red rosin, 97c. per roll; 
red rosin, $1.20 per roll; No. 30, 
red rosin, $1.45 per roll. 

Rope.—Sales are very slow at pres- 
ent. No price changes reported. 

We quote from local jobbers’ stocks: 
Columbian manila rope at 27\c. lb. base; 
Columbian sisal at 184c. lb. base. 

Sandpaper.—There is a very light 
movement in this line of goods. Prices 
show no change. 

We quote from local jobbers’ 
Best grade No. 1, $7.20 per ream; 
grade No. 1, $6.50 per ream. 

Screws.—Stocks are gradually getting 
into better shape. .Demand continues 


qt. 


stocks: 
second 


light. No price changes reported. 
We quote from local jobbers’ stocks: 
Flat head bright screws, 70-10 per cent; 
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round head blued screws, 67% -5 per cent; 
. flat head japanned screws, 6214-5 per cent; 
flat head brass screws, 50-5 per cent; round 
head brass screws, 4714 per cent; iron ma- 
chine screws, 40 per cent. 

Solder.—Business continues very dull. 
There has been no further change in 
price. 

We quote from local 
Half and half, 29c. per Ib. 
Steel Sheets.—Jobbers report very 
little sale for sheets at present. Their 
stocks ar now in comparatively good 
condition. No further change in prices. 

We quote from local jobbers’ stocks: 
28-gage black sheets, $6.35 per cwt.; 28-gage 
galvanized sheets, $7.70 per cwt. 

Stove Goods.—Sales considered only 
as fair. Jobbers report very little sale. 
Retailers are gradually selling out their 
stocks. No price changes. 


jobbers’ stocks: 


jobbers’ stocks: 


We quote from local 
28x28, $18.85 per 


Stove boards, crystallized, 
doz.; 30x30 at $21.20 per doz.; 36x36 at 
$30.50 per doz. Stove pipe, 28-gage, 6-in., 
uniform blued, 25c. per joint. Elbows, com- 
mon corrugated, $2 per doz.; adjustable, 
charcoal iron, 6-in., $2.70 per doz. Dampers, 
cast iron, wood or coil handles, $2.10 per 
doz. Stove shovels, 15-in., japanned, 70c. 
per doz.; 19-in., round handle, $1.65 per 
doz. 


Weather Strip.—Sales are fairly ac- 
tive, though not of large volume. Prices 
show no change. 

We quote from local jobbers’ stocks: 
S-in. and %-in. wood and felt, $2.25 per 
100 ft.; 1-in. wood and felt, $3.40 per 100 ft. 

Wire.—Stocks of wire in* hands of 
jobbers show a decided improvement 
due both to better factory shipments 
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and light demand. 
reported. 


No price changes 


We quote from local jobbers’ stocks: 
Barbed wire, painted cattle, 80-rod spools, 
$4.05; galvanized, $4.60; painted hog wire, 
$4.32; galvanized hog wire, $4.90 per spool ; 
smooth black No. 9, $4.85 per cwt.; galvan- 


ized smooth No. 9, $5.55 per cwt. 


WOLVERINE CO. HOLDS 
HOUSE WARMING 


The Wolverine Supply & Mfg. Co., 
manufacturer of automatic toys, was 
host to about 2000 guests at its plant 
on Page and Fontella streets, N. S., 
Pittsburgh, on the evening of Dec. 21, 
the occasion being a house warming 
party to celebrate the completion of its 
new factory building. Guests upon en- 
tering the building were given a check, 
which was numbered, and the holder of 
the lucky number at the drawing held 
during the evening was awarded a 
souvenir. Passing in the men were 
given a key to open the door of the 
cellar of the company and guests were 
offered something to drink drawn from 
barrels which appeared to be a viola- 
tion of the “Eighteenth Commandment,” 
but actually turned out to be nothing 
more than delicious sweet cider. The 
women were given candy and for each 
kiddie there was a toy. Guests moved 
along up through the building in such 
fashion as to be able to make a com- 
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plete inspection of the new plant, the 
second floor holding many attractions, 
as here several of the automatic toys 
made by the company were being oper- 
ated by employees. Here the guests 
were invited to participate in guessing 
contests as to how many operations 
were required in the manufacture of 
several of the toys, and later suitable 
prizes were awarded those making the 
closest approximations. 

The formal program, which was held 
on the fifth floor of the plant, opened 
with the singing of the national anthem, 
which was followed by an address of 
welcome by B. F. Bain, president of 
the company, which was followed by 
short talks by Edward J. Thompson, 
president of E. J. Thompson Co.; Ed- 
ward C. Keck of Freehold Real Estate 
Co., City Councilmen Garland and 
Henderson, and M. M. Dwinell, Ohio 
and Pittsburgh representative of Toys 
and Novelties, interspersed with musi- 
cal numbers, and followed by the 
presentation of the prizes, after which 
there was dancing and refreshments. 

The new building, which is on the 
site of more than three acres and is a 
five-story structure with basement and 
sub-basement, containing 82,000 square 
feet of floor area. Mr. Bain, being a 
member of the Rotary Club of Pitts- 
burgh, a large number of members of 
that organization and their wives were 
present. 
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BARS—CROW— Wire Gauge Jobbers’ and R. S. Saw Frames— W ASHERS—Cast— 
Steel Crowbars, 10 to 40 /b., " Blacksmith ..... salman’ ie feet, O0f., Per COG... .0v0 $4.00 Over 4-inch, barrel lots, per 
; B4asy a¢ Brace Drills for Wo0a,..33%4% Steel, adj., 8 to 12 in., per doz., 100 /b. $10.90 
Pinch Bars, 10 to 84 @ oe EMER Y—Tarkish— Steel, adj., steel hdle., per dos Iron and Steel 
BELTING—LEATHER— ps oro penn $8.11 Size bolt s/16 % % 
From No. 1 Oak Tanned Butts. OMESTIC, FO. weneeeeseres 2 Star H Le. Tree «+ $20 22 Washers $14.30 13.10 11.90 
Belting, Ex. Hvy., 18 02..35% HAMMERS AND Adj. Pistol-Grip, per doz. .$21.22 “% 
Belting, Heavy, 16 oz...... 40% SLEDGES— SCREWS— 11.70 11.60 
Belting, Medium, 14% 02..40% ede OE gy ee 45% Coach, Lag and Jack— WRENCHES 
———- — ed ceeeee oa Over S$ Bicccccscsceccescs 45% Coach, Gimlet Point.. .40&5% pe o ; — sane 
econd quality, Sides...... ‘o : gricultural ....65.000008 4 % 
Second Quality, Shoulders. .60% OILERS— . Jack Screws— Alligator or Crocodile - 50% 
Cut Leather Lacing, Strictly Steel, Copper Plated. .50-10-5% Standard List ........0000. 15% Drop Forged S.......+++.. 15% 
PCR ahems ee 6a en ess 5% Chace, Brass and Copper. ..10% eatin Stillson patterm ........ 60&5% 
Leather Lacing Sides, per sq. Railroad, coppered.......3 33 4% Thread I Genuine Walworth Stillson, 
ft. Raw Hide, No. 1 in- Chace, Zinc Plated........20% os "We d a d Ht 47'"%4L% 
oes 17 sq. ft. cnd over. .47¢ Railroad, brass ........ 20&5 % a ee ae ae “oe WETALS— 
— y he ee a ” PICKS AND MATTOCKS— Fillister or Oval Round Head, Tin— 
c ae a pe rere er tere 20% 50& 10 % Straits, pig .26¢ 
Competition (Low Grade)50&10% Contractoss’ Plehs ....+. 164% Fillister or Oval Head .40&10% WE cnasvens 41@46¢ 
Fey tel <ebeeerbeeceus et =a Rolled Thread Iron, F. H. or 
OM BAER i. coc ncccxees eee ‘o _ 1S. ROT. Copper— 
BLOCKS—Tackle— Eastern Retail Trade. Fs Ib, Rolled Fh a, a al Head. .80% Lake Ingot .16%¢ 
Y Manila, in diam, and larger: olle rea rass: Electrolytic .16%¢ 
[ames DORE a 20 0+00008 sag miokect OE. ic catwew'es 28¢ [00 Bis Meancess cael Casting ..16 ine 
"Be a Second Grade wae .23¢ Fillister “a Oval Head...60% 

Bolts— Hardware Grade ...... L25%¢ Set and Cap— Spelter and Sheet Zinc— 
Carriage, Machine, &c.— Sisal, % in. diam, and aor eo 40% Western spelter , 7, @8¢ 
Common Carriage (cut thread): Highest Grade ....... 23¢ Set (Steel) net advence 0% — Sheet Zinc. No. 9 base, cast 

% «6, and smaller. ..40&10% Geen GHads occsccceee “20¢ nas 36 14¢@14 Ge 
Common Carriage (rolled Sisal, Hay, Hide and Bale Ropes, Pn ee a ree 
on: a ller1$&S I Medium and Coarse: ‘ Hox Hd A “Dosages 40% A Lead— 
% x 6, and smaller15&5 Less t lity, 23 : se Tes. «GP sccccccscces Amerie; Pig Per Ib GAT 
Larger or longer.. 1585 pi Mig areas ws ne Fillister Head Cap ......++. 45% BF cccccccccuccciae See 
a. cm, a A list 60% Sisal. Tarred, Medium Lath Wood 
+9 Pro % ie oY soeee 40% Yarns: Flat Head, Iron...... 671% &15% Solder 
ac a ae ile ‘ 50% First quality ........+0+- 23¢ Round Head, Iron...... 65&15% % = % guaranteed °T¢ 
| ps Teg alana 40% Second quality ...........20¢ Flat Head, Brass...... 60&15% MB cncnats DASE 
-OPGer OF TONGET...-- ++ -40% Cotton Rope: Round Head, Brass. .57%4&15% Refined 20144 
CHAIN—Proof Coil— Best 5/16-in. and larger, Flat Head, Bronze. .55&10&10% Prices of solder indicated by 
American Coil; Straight Link: 49@50¢ Round Head, Bronze private brand vary according to 
$42 On oe 4, $15.00; one Medium, 6/16-in. and larger, 52% &10&10% composition 
$12.50; ’ 11.00; 7/16, 47 @48¢ STOCKS, DIES AND 
$10.50; %, $10.25; %, $9.75; Third Gr., 5/16-in. and TAPS— . S ANI a anak ; 
MY, $9.50; KH, $9.25; 1 in. larger 45@46¢ Set fest grade, per Ib - 80¢ 
- ‘ ’ . Coe 0 SS ee ae 10% Commercial grade, per Ib... .40¢ 
DRESSING—Bett -~ oe eT ee Hand ‘Taps, Yh io iin... 40% ee ee eer 
DS! elt— o yes. 2 Sea ee 40% Antimo 
RESS i i n ny— 
Liquid im gal. cans, gal...$3.00 ener wa Mn the ea a¢ STi in vondebareas 30% Astatic, per W....... 7% @8%e 
DRILL AND DRILL “A - “ny ) FRAMES— ay Taps, smaller than % 
sToc a: ln Or Pee eee i 45% Aluminum— 
Twist, Bu > Stock peweaeeas 5% Saws, 6 to 14 in., inc...... 35% M. “s. Taper Taps, No. 2 to No. 1 Aluminum (gwaranteed over 
Twist, Taper and Straight Saws, Machine Blades, | A Ay a eae ys 0% 9 per cent pure), tm ingots for 
FRED occ af pa I ig as 7 iy Sieger 10&10% M. S. Taper Taps, larger. .40% remelting, per T.....388 to 38¢ 
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Selling Paints in Winter 


ANY paint dealers are com- 
M plaining bitterly that the small 
amount of building construction go- 
ing on is seriously limiting their 
trade. 

These same dealers know there 
are better margins of profit in paint 
specialties than in house paint; yet 
how many of them are making any 
intelligent effort to increase their 
specialty trade to fill the gap left by 
the curtailment of the house paint 
trade 

Intelligent local newspaper adver- 
tising will create lots of specialty 
trade. There are suggestions for at 
least a dozen good ads along this line 
in a little article entitled ‘““New Fur- 
niture for Old,” recently run in one 
of the farm papers and reprinted by 
a number of other papers. The ar- 
ticle is as follows: 

One valuable lesson from the war 
which should not be forgotten in 
times of peace is that of “making 
something out of nothing.” Very 
frequently the basis of this new ar- 
ticle was formerly a waste product. 
For example the use of shells of fruit 
pits to make carbon for gas masks. 

Let us apply this lesson to the 
home. Every woman has a natural 
love of beauty. 

In a great many homes will be 
found old pieces of furniture made 
of beautiful grained wood and of 
good lines which have been discarded 
and put away in the attic; also some 
which are still in use but badly 
marred. By means of some time and 
a small expenditure of money, sur- 
prising results can be obtained in the 
way of redressing the old furniture. 
It requires patience and if done with 
care will be very much worth while. 
Careless work, of course, will mean 
poor results. 

Charming bedroom sets can be 
made by color enameling a few odd 
pieces. Take an old wooden bed; a 
dresser with old brass handles, and 
pieces of glued carving; an odd chair 
or two; a wash-stand and a mirror, 
and you are ready to wave the fairy 
wand and make the transformation. 
If the bedstead is too high, cut it off. 
Remove the brass handles from the 
dresser. Substitute good looking 
plain ones or fill one hole with plaster 
paris and put a wooden knob in the 
other. Pull off the loose carving, and 
if the frame which holds the mirror 
has such impossible lines as you fre- 
quently see, remove that, too, and 
simply hang the mirror on the wall. 
If the side pieces are removed from 
the washstand and a mirror hung 


above it, it will make a very good 
looking dressing table. 

Now comes the enameling process. 
The furniture will need several coats 
of flat paint first, three if a white or 
light ivory finish is desired, but only 
two if the color is to be a darker 
ivory or gray. Each coat should be 
allowed to dry thoroughly, and then 
be rubbed smooth. Then apply two 
coats of white enamel, being careful 
not to put the paint on so thickly that 
it runs or dries in blisters. There is 
a wide range of decorative possibili- 
ties with a set of this kind. For 
trimming, use either a harmonizing 
or contrasting color of enamel, but 
do not use it in large quantities. On 
the dresser use it on the knobs, and 
outline the panels on the drawers and 
sides with a fine line of it. 

In a bedroom finish in this way, 
use pretty cretonne curtains at the 
window. If you do block printing 
or stenciling, make curtains, bed- 
spread, and dresser scarf, and use 
your same color scheme. Be careful 
in your choice of color. If you are 
not an expert with color do not try 
any daring color schemes. Gray or 
ivory enamel makes a good back- 
ground to work on because either 
one permits the use of a variety of 
colors in combination. Gray and 
rose is always good; gray and black 
good if the black is not used in too 
large quantities; gray and blue may 
also be used. Ivory and brown; ivory 
and black; or ivory with certain 
shades of blue and green are good. 
Enamel furniture is also good for 
porches, sun parlors, and may be 
used very effectively in dining rooms. 
You can get some good suggestions 
for color schemes for these rooms by 
looking through colored catalogs or 
visiting a furniture store and taking 
notes. 

Some of your furniture may be 
made of such lovely wood you do not 
care to cover it up. If you are will- 
ing to spend enough time and labor 
you can do it over with a waxed or 
varnished finish. This time you 
must entirely remove the old finish 
and that is not easy. There are a 
variety of commercial varnish re- 
movers on the market. A cabinet 
scraper and mineral wool will then 
remove the softened varnish. 

The ease with which the finish 
comes off depends a great deal upon 
the number of coats. 

Before working with woods, a lit- 
tle word of explanation about the 
difference in some of them would be 
well. Some, as bird’s-eye maple, 
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cherry and sycamore, are close 
grained and others, as oak, mahog- 
any and walnut, are open grained 
and require a filler, regardless of 
whether surface is to be waxed or 
varnished. Removing that finish will 
also remove the filler, so it is neces- 
sary to use a filler again. The paste 
filler may be plain or contain any 
preferred stain. The use of an oil 
or water stain is not recommended 
on old furniture, as it gives uneven 
resuits due to uneven removing of 
tne oid finish. ‘ne paste filler con- 
taining the stain gives more neariy 
even results. ‘Thin it with turpen- 
tine suiticiently to put it on with a 
brush. Let it stand about five min- 
utes or until it looks dry. Rub otf 
the excess across the grain with 
cheese cloth. 

The wood is now ready to be waxed 
or varnished. 

A wax finish may be made in two 
ways: The wax applied without fur- 
ther work or shellac applied first. 
Shellac should be put on very care- 
fully, not too thick, and rubbed down 
with mineral wool after it has thor- 
oughly dried. The wax should be ap- 
plied with cheese cloth, allowed to 
dry about twenty minutes and then 
polished. Two will be sufficient. 

For a varnish finish, apply shellac 
as for the wax finish. Use orange 
shellac for dark woods and white 
shellac for light. Shellac acts as a 
sealer and keeps the varnish from 
being absorbed by the wood. Then 
apply at least two coats of good floor 
varnish, rubbing with mineral wool 
after each one has dried. After the 
final coat, polish with cheese cloth, 
or felt, using fine pumice stone mixed 
with linseed oil to make a paste. 

A very good looking flat finish may 
be made by rubbing down each coat 
of varnish or shellac very thoroughly 
after it has dried. No waxing will 
be necessary. Varnish stains are 
used frequently. Use a plain paste 
filler first, if filler is necessary. Ap- 
ply coating of shellac as in varnish- 
ing. Use varnish stain instead of 
varnish. This makes a very satis- 
factory finish for old furniture or 
woodwork. 

A few general suggestions may be 
well. Work in clean place so that 
lint and dust will not settle or dry in 
your paint. Paint brushes can be 
cleaned with turpentine. Shellac and 
varnish brushes with wood alcohol. 

Look over your furniture and see 
what the possibilities are. Don’t at- 
tempt too large an amount at one 
time. Take it slowly and you will 
not tire of the work. You will be 
surprised how fascinating it is after 
you begin to see results. 
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The Business Quiz—No. 7 


Question No. 1—What is known as an “odd lot” of stock? 

Question No. 2—What is the process that constitutes the component 
parts of a sale? 

Question No. 
Expenses? 

Question No. 4—Is resale price determined by Manufacturing Cost 
or Selling Costs, and why? 

Question No. 5—What is it necessary to know about the goods in 
any line or calling before they can be properly and profitably sold? 

Question No. 6—What is known as the Elements of Attraction? 


3—What is known as the Eighteen Fixed Business 


Answer to Business Quiz No. 7 


Answer No. 1—When a trader buys or sells less than 100 shares 
of stock at one transaction it is called an “odd lot.” A 100 share lot 
is known as a “board lot.” 

Answer No. 2—The component parts of a sale consist of (a) Def- 
inite offer to transfer title; (b) Acceptance of the offer; (c) Delivery 
of the merchandise; (d) Acceptance of the goods; (e) Payment of the 
price. 

Answer No. 3—The Eighteen Fixed Expenses in business are (1) 
Taxes; (2) Insurance; (3) Fuel, Light and Water; (4) Rent; (5) Sal- 
aries; (6) Clerk Hire (include. self); (7) Advertising; (8) Express, 
Telephone, Telegraph; (9) Office Supplies; (10) Drayage (paid others) ; 
(11) Repairs; (12) Depreciation; (13) Delivery Equipment; (14) 
Shrinkage; (15) Donations; (16) Bad Debts; (17) Interest on Invest- 
ment; (18) Loss by Theft. 

Answer No. 4—Price is not determined by production costs but by 
selling costs. If the production expenses or costs ascend this is added 
to selling cost for it is only from the actual sale of goods is it possible 
to cover increased cost of production. 

Answer No. 5—Before goods can be profitably or properly sold you 
must know (a) Use of the article or goods offered; (b) What need it 
fills; (c) What it is made of and the process; (d) Quality and price; 
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(e) Its competition. 


Answer No. 6—The elements of attraction consist of the theory 
that 87% of people buy goods by sight, 7% by sound, 342% by smell, 
14%% by taste and 1% by sense of touch. 


SUUUNMULLULNL 


a 


. Y. Association Withdraws 


From Atlantic Seaboard 


The Hardware and Supply Deal- 
ers Association of Manhattan and 
Bronx Boroughs, Inc., has officially 
withdrawn from membership in the 
Pennsylvania and Atlantic Seaboard 
Hardware Association, Inc. A reso- 
lution was adopted by the New York 
Association at its regular November 
meeting and notification was sent to 
Sharon E. Jones, secretary of the 
Pennsylvania and Atlantic Seaboard 
Association, on Dec. 12, by C. H. Til- 
son, secretary of the New York Lo- 
cal Association. The primary reason 
for the withdrawal of the New York 
Association was so that it could gain 
recognition from the National As- 
sociation which it could not obtain 
until the individual members had af- 
filiated themselves with the New 
York State Association in accord- 
ance with the regulation prescribed 
by the National Association. 

The New York State Association 
cannot officially recognize the local 


association under its constitution, 
but the individual members of the lo- 
cal association are privileged to join 
the State association. It will be 
necessary for each member carrying 
Mutual Fire Insurance to join the 
New York State Association, and the 
local association has made arrange- 
ments to pay half of the State dues 
for its members. 

At the regular December meeting 
of the Hardware and Supply Deal- 
ers Association, Dec. 21, New York 
Turn Hall, a letter from Sharon 
E. Jones was read acknowledging the 
official withdrawal of the local asso- 
ciation in which he expressed his re- 
gret but said that he “candidly felt 
that the best thing has been done to 
mend matters, and that the day will 
soon come when all will be satisfied 
that the right action was taken.” 

C. A. Bruhns, member of the board 
of direclors and ex-president of the 
association, presided in the absence 
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of other officers. A resolution of 
sympathy was voted to be sent to the 
family of the late R. F. Abbott, vice- 
president of the association, who 
died recently. 

The bowling team will resume ac- 
tivities the first Thursday in Janu- 
ary at the New York Turn Hall, 85th 
Street and Lexington Avenue. 

An interesting discussion was held 
about the relative merits of differ- 
ent delivery and shipping systems. 
Following the interchange of ideas 
on this subject the meeting ad- 
journed. 


The Real Definition of 
“Hardware Store” 
(Continued from page 65) 
sold on a cold, emotionless basis, it 
is sold best by the man who appre- 
ciates it most and it can be appre- 

ciated only through use. 

A feature of the Churchill sport- 
ing goods department that other 
stores can emulate, if space arrange- 
ment permits, is the balcony where 
shoes and sweaters are sold. The 
customer can try on this material 
handily in this out-of-the-way spot. 
Try-ons are necessary and many cus- 
tomers do not care to partly disrobe 
and partly dress under curious eyes. 
A semi-secluded spot is the place for 
showing sweaters and shoes. 

No line of goods lends itself more 
ideally to window displays than 
sporting goods. Wonderful back- 
grounds, showing hunting, fishing 
and golfing scenes, can be arranged. 
An artistic atmosphere in windows 
is the backbone of an attractive dis- 
play and the possibilities with sport- 
ing goods are next to limitless. 

“We change our windows once a 
week,” says Mr. Churchill. “We get 
good results from careful use of that 
valuable space and no windows out- 
pull our displays of sporting goods. 
It’s a live department and any other 
hardware store can carry sporting 
goods with success if they will stock 
good stuff, an attractive variety and 
get an enthusiast to sell it.” 


E. C. Stearns & Co., Syracuse, N. Y., 
has purchased the the Old 
Economy Foundry Plant, West Belden 
Avenue and Sand Street, Syracuse. 

The foundry property has 270 foot 
frontage on West Belden Avenue, a 
depth of 230 feet on Sand Street, and 
extends to the West Shore Railroad 
tracks, affording adequate railroad fa- 
cilities. The new foundry will be util- 
ized for the heavy work necessary in 
the manufacture of the company’s 
hardware products. 


works of 











Displays from Magazine Advertise- 
ments 


By FRANK FARRINGTON 


good window display ideas. You 

find yourself with an empty 
window and no plans for a display to 
put into it. Of course, you ought to 
make your plans for the new window 
display before taking out the old one. 
You ought to have window display 
plans ready well in advance of their 
need. Here is a source you may not 
have drawn on for ideas on which to 
build window trims. 

The source to which I refer is the 
advertising section of the standard 
magazines, monthly or weekly. In 
these pages you will find full page 
and smaller ads which show cuts of 
the goods in use or in such position 
as will suggest to you display plans. 
It will be possible to get these ideas 
from old magazines as well as from 
new ones. A good idea is a good 
idea, no matter where it is found. 

A half page advertisement of ex- 
plosives for farm use with a cut of a 
stick of dynamite suggests, by the 
forceful influence of the actual dyna- 
mite of which we often hear and 
read, but which we seldom meet, that 
a stick of dynamite in your window 
display would have a vital inlerest. 
Of course, you are not going to put 
such a thing in the window, but why 
not get the wrapper from a stick, 
make up a roll of the same size, us- 
ing stiff paper, and use this to at- 
tract attention in the window while 
you advertise farm explosives? Use 
a big card reading something like 
this: 


S004 windo it is difficult to get 


A Stick of Dynamite 


This is a harmless reproduction 
of a stick of dynamite. It looks 
just like the real thing. 

If you need explosives for farm 
use, we can supply you with dyna- 
mite, nitroglycerine and other ex- 
plosives. 

Dynamite is safe to use. 
explain it to you. 


Let us 


Use along with this in the window, 
pictures of explosives in use, adver- 
tising pictures and hangers that are 
supplied by the explosive makers will 
work in to good advantage. You can 
get them on application if you 
haven’t them already. It may be 
that this explosive suggestion will 
open a new field of merchandising 
for you if you have not hitherto car- 
ried such goods. Consider the field 
for such a line in your community 


and if the farmers are using explo- 
sives, get the business. 

An advertisement of a safety razor 
shows a picture of a man’s face all 
Jathered up for a shave. This sug- 
gests to me the following idea for a 
safety razor window display feature. 
Get trom some theatre an old poster 
from which you can cut out a man’s 
face large enough to be conspicuous 
when placed at the back of your win- 
dow. Take cotton and glue and put 
a cotton lather all over the proper 
parts of the face. It ought to bea 
smiling face in order that it may ex- 
press pleasure at the thought of the 
use of the safety razor. You will 
have no trouble getting what you 
want from almost any movie house. 
Display the razors in front and a 
card reading, “Ready for an Easy 
Shave with the Razor.” You 
might go farther with this plan and 
get a second face expressing pain 
and “lather” that up and by it put 
an old, nicked ordinary razor and 
thus you have a chance to show the 
“Old Way” and the “New Way.” 


For a Tool Display 


A tool advertisement shows a 
hammer, a screw driver and a bit 
brace, numbered 1, 2, 3, beginning 
with the hammer. The advertise- 
ment goes on to say that the tools 
are the most useful and desirable to 
have in the house for ordinary fam- 
ily uses, and they are important in 
the order in which they are num- 
bered. Every family should have a 
hammer and next a screw driver and 
next a bit and brace with equipment. 
Doesn’t this suggest a rattling good 
window display plan? A window 
showing these three kinds of tools 
numbered 1, 2, 3, as in the adver- 
tisement, a card calling attention to 
their order of importance for general 
household utility. Most houses have 
the hammer and the screw driver and 
calculate to keep a good tool of each 
of those two kinds always ready, but 
they stop there. It does not occur to 
them to consider what may be the 
next item in usefulness. You im- 
press upon the public through your 
display of importance of having a 
bit and brace outfit in the house and 
you show the articles, displaying 
various qualities with prices on 





them, and you hang up a card list- 
ing a score or so of the uses to which 
the tool may be put. 
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This plan will 


inevitably produce many more sales. 

An advertisement ot electric light 
bulbs shows an easy chair and a 
reading lamp with a big yellow 
shade. Instead of putting a lot of 
electric light bulbs in the window 
in the cartons or out, dress up the 
window with a reading table and a 
chair and a comfortable looking 
lamp. Show the pleasant side of the 
use of a good light at home and put 
up a card reading, “When the Day’s 
Work is Done.” This will advertise 
these lamps for a different purpose 
than the typical lighting utility, the 
plan of getting the utmost light. If 
you were advertising these lamps for 
business purposes you would not fol- 
low this plan, but it is worth while 
to make an appeal to the domestic de- 
mand, 

An advertisement of pliers sug- 
gests many uses for those tools and 
a good way to call attention to these 
uses in a window display is to show 
the pliers in the actual position of 
the work they will do. Thus, you put 
into the window a lawn mower with 
a pair of pliers fastened in position 
on the mower where they might be 
used, or a gas or electric fixture, a 
sewing machine piece, the bale of a 
pail, any wire article that pliers will 
repair. Show your pliers doing just 
as many things as there is room to 
show in the display. 


The Flexible Saw 


Another advertisement shows a 
saw bent into a half circle, almost 
double, thus illustrating the strength 
and flexibility of the saw. If you 
will take a saw and place it in the 
window bent into that position, and 
feature it by focusing the attention 
upon it as displayed, you will inter- 
est every saw user, because any man 
accustomed to handilng a saw will 
be interested in a saw that you are 
willing to place in that position and 
leave it so during the display. If 
leaving the saw so bent while on dis- 
play spoils the saw, it is very likely 
the manufacturer will help you out 
and see that you do not lose. 

A paint advertisement shows a 
great splash of color just made by a 
wide brush which stands in a pail of 
paint at hand. The idea that comes 
to my mind as I see this is that a 
window might be made attractive by 
putting in a background of neutral 
colored board. 




















An Interesting Store Paper—Good Talk on Shower Bath Outfits— 
Novel Ad on Kitchen Cabinets—Reminder Ad on Dairy Supplies 


Getting the Personal Touch 
No. 1 (17 in. x 10 in.) 


It is a well-known fact that a regular 
patron of a store is pleased to have 
the management notice the fact that 
they are enjoying his business. In dif- 
ferent stores acknowledgement of the 
regular customer is expressed in vari- 
ous ways—by a familiar greeting, by 
special attention, through occasional 
offering of special bargains and in other 
similar ways. 

The very best method of acknowledg- 
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4 Reminder ad on dairy supplies 


ing the fact that you appreciate a cus- 
tomer’s trade is through the medium 
of the store paper. In this way, through 
a personal note in your store paper, 
you not only show the customer men- 
tioned that his trade is appreciated but: 
you make public mention of the fact, 
which further increases good feeling 
on the part of your customer. 

We reproduce the first page from 
Hartley’s “Store News,” published by 
Hartley’s Hardware Store at East Pal- 
estine, Ohio. Note the specially designed 
heading, “Local News,” and then note 
the personal mention in this column. 
No less than ten customers are men- 
tioned in this column and, of course, 
they represent the substantial cus- 


tomers of the store—folks who make 
large purchases. 

It might be impossible to list every 
customer who enters the store and do 
it in an interesting manner, but it is 
certainly both possible and desirable 
to list those customers who either 
trade almost exclusively at the store 
or make such purchases as a washer, 
a pipeless furnace, a vacuum cleaner, 
or other similar items from time to 
time. 

This is only the second number of 
“Store News,” but it certainly has fol- 
lowed our advice previously given in 
this regard and developed the personal 
items to a marked extent. 

“Store News” consists of four pages, 
printed on good, white stock in one 
color. At present there are 1000 names 
on the mailing list and an increase of 
1000 more expected in the near future. 

A feature of the Hartley store paper 
is the designed headings for different 
departments and columns. There are 
heads used for the following purposes: 
“Local News,” “Housekeeping Hints,” 
“Story Editorial,’ “Smiles.” This is 
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Indiana, the Hoosier State, is noted for three 
things 
Schoolmasters, 
Poets, 
Kitchen Cabinets, 


The Greatest of These 
The Kitchen Cabinet 
But ef ied We Gell @ eibout « & 
The Hoosier Kitchen 
Cabinet 
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With the aid of a Hoosier 


Howard's, 


83 Kitchen cabinets from a different 
Angle 
85 











a of a cook the 
dr osm of perte 











a very effective idea in make-up and 
adds greatly to the appearance of the 
paper. 

Shower Bath Talk 
No. 2 (2 cols. x 4 in.) 

There is quite a lot of shower bath 
advertising now being done in news- 
papers and magazines, and the hard- 
ware dealer is wise who gets busy and 
runs some local shower bath advertis- 
ing cashing in on this national pub- 
licity. 

It seems that the shower bath is 
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2 Good time to talk shower bath 
equipment 


being boomed as the ideal manner of 
bathing, and the arguments which are 
being advanced by the national adver- 
tisers are very convincing indeed. 
Several different manufacturers are 
advertising various outfits, from the 
plain attachment of those equipped 
with curtains and water mixing valves, 
etc. 

The shower bath ad of the Foster- 
Farrar Co., Northampton, Mass., sent 
us by the firm’s adman, W. W. Darby, 
is well worded and features outfits at 
an attractive price range, $2.50 to $8. 

It would be well to mention in sub- 
sequent shower bath equipment ads 
that the shower bath is the modern 
way of bathing—quick, refreshing and 
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thorough, and more sanitary, as only 
fresh water comes into contact with the 
body. 

Then we think it also advisable to 
have a line or perhaps a short para- 


HARDWARE AGE 


ad even if it is not filled to the brim 
with sales talk. 

In going over this ad, the only thing 
that strikes us as something that might 
have been dispensed with are the last 


seettt. 
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come “THE 


Mrs. Jeannette Johnson of New 
Waterford called at our store a| 
few days ago and purchased one} 
of our Wonder Washers. 
Johnson said she saw one of our 
machines at a neighbor’s and liked | 


Fishing Tackle, 
| Winchester 


for her own use, 


Foster is one of our prosperous} 
dairymen who has equipped his 
dairy barn throughout with our 
STAR LINE of Stalls and Stanch- | 
ions. Mr. Foster also purchased; 
one of our Pipeless. Furnaces | 
winter and is one of our many 
boosters. Ask Charles if they are 
satisfactory. 


Mr. Harry Lipp of P 
a few days ago and sold him Star 
equipment for his dairy barn. 


ton Pa., had us installa JEWELL f=) poutes ont of 


few days ago. — 


days installing Pipeless Furnaces 
for our good friends listed be- ity and Service.”’ 
low: C. A. Johnson of Enon, Pa.; 


Thomas E. Shaffer, Negley, 0.; 


Brodeska, East Palestine, and’ publish 





EAST PALESTINE, OHIO. _ 

With this, our second issue of | 
STORE NEWS, we wish to an-| 
nounce that we were selected a| 
few months ago to represent a 
famous manufacturer introducing 
|new products. Our store has be- 


STORE”’ for this community. 
Our being selected for this as- 
sociation makes us sole distribut-| 
Mrs,|0°S in this territory for the new/clean your hands are! 
Winchester products. | p 
We believe you will find the have seen ‘em before I helped 
it so well she decided to buy one|new Winchester Tools, Cutlery, Bridget make the bread.—Ameri- 
Flashlights and can Legion Weekly 
and Barney & 
Mr. and Mrs. Charles W. Fos-! skates have the same merit as the 
ter, who reside north of town,/ famous Winchester Guns and Am- 
called on us a few days ago. Mr./ munition, which we also sell. 
| We will take special pride in'the farm. ‘‘We use it to husk 
showing you all of these new and eorn with.”’ 
interesting Winchester goods. 
Come in and see them. They! prised reply. 
ast give to our store a new interest you keep bees to do your husking 
for men, women and children. |for you I remember reading 





we Last month we mailed out over 
Our Mr. J. H. Irwin ealled on | 1,000 STORE NEWS to our 
etersburg, O friends and customers living in| 
the country and in a very short} 
\time we expect to have over 2,000 gets most attention Ww hen properly 
i jon our mailing list 
Mr. Charles Burns of Darling-' eoyer practically all of the R. F.{properly filled) with serviceable 
PIPELESS FURNACE for him 4, petersburg, Springf 
Pr Columbiana, Rogers, Darlington, cardial 
We will be busy the next few| Enon and New Galilee. 
Remember our motto: 


be mailed to every name on our 
George Klepper, Petersburg, O.; mailing list every 
invite you to send in your local terfcit dime on Bol a year axe, 
F. H. Murphy, Negley, 0.; David! news, want ads, for sale, lost ads!and he hasn't been able to get rid 
Jones, East Palestine, 0.; John!or any special items you care to/of it since 

This is part of our serv- 
Thomas Ashbridge, East Pales-\ice and will cost you nothing What! Does that’ voung man 
tine. | Who will be first? 


OCTOBER 


WINCHESTER 





Helping Bridget. 
Mother—Why, Bobby, how 


Robert—Yeah, but you should 


Berry | 





” 


“This is a husking peg,’’ ex- 
|plained Sam Lippineott, who was 
lshowing his city nephew ‘round 


“Well; Well!’’ was the sur- 


‘1 always supposed 


= something about a husking bee— 
they have red ears, if I recollect 
correctly.”’ 


Window space, like hosiery, 


This will. filled. Our windows are always 


East Palestine,| merchandise. It will pay you to 


‘ld, Negley,; watch them 






Where is the man who, when he 
“Qual. looks in the mirror, doesn't ad 
This paper will mire his wife's taste? 


month, and we] sess—Somebody passed a coun- 


| 


Maiden =Aunt (horrified) 


Inever go to church then? 








1 Giving the customer some publicity 


graph explaining to the reader that 
your store can offer all types of equip- 
ment. Many do not know that the 
outfits vary in size and scope. The 
brush showers, hand showers and cur- 
tain showers should be featured so that 
the reader can understand that he can 
secure just the sort of outfit to suit 
his individual desires. 


Novel Approach on Cabinets 


No. 3 (2 cols. x 5 in.) 

William Ludlum, adman for Howard’s 
Hardware Store, Mount Vernon, N. Y., 
sent us the ad on kitchen cabinets 
which approaches the subject from 
something of a new angle. 

Once in a while an ad of this kind 
will jar the reader and make him think 
of an article from a new angle, and 
if an ad can do this it is a valuable 


two lines. They don’t exactly fit in. 
A cabinet makes cooking more of a 
pleasure and eases the work in the 
kitchen, but it won’t directly improve 
any housewife’s cooking. The big 
argument on a kitchen cabinet is ease, 
convenience and comfort, and a tidy 
kitchen. 
Dairy Supply Reminder Ad 

No. 4 (2 cols. x 4 in.) 

Up in Richfield Springs, N. Y., where 
is located the Buchanan Hardware Co., 


there is a steady demand for dairy sup- 
plies, more at certain seasons, but 


enough to warrant the firm’s ad man- 
ager, Miss Porter, to take a shot at 
dairy supplies in November. 

An ad like this one, while not bring- 
ing home to the reader any argument, 
nevertheless serves its purpose as a 


December 30, 1920 


reminder to the farmer to look over 
his supplies and make a note of what 
he needs so that it can be secured when 
he comes to town on his next visit. 
The Buchanan Hardware Company is 
located in a rich farming area, and 
many of the farmers on distant acres 
do not get into the town so very often 
during the cold months. 

Our only suggestion concerns the 
illustration. We would rather have 
seen a cut of a separator used or, per- 
haps, some detail of barn equipment. 

It may be interesting to hardware 
men in rural districts to know that the 
Buchanan Hardware Co.’s business has 
shown a big increase during the past 
year, some of the week’s sales being 
phenomenal. John A. Losee, president 
of the company, is a firm believer in 
advertising and timely window display, 
and much effort is expended on these 
two important forms of retail pub- 
licity, 


TRADE NOTES 


The Parker Tire & Rubber Co., 2641 
Allen Avenue, Indianapolis, Ind., will 
call for bids in the early spring for a 
new two-story plant, 100x600 ft., at 
2700 Allen Avenue, estimated to cost 
about $300,000, with machinery. Paul 
P. Parker is president; George L. Whit- 
set is company engineer. 


The Estate Stove Co., Hamilton, 
Ohio, closed down Saturday for four 
to six weeks. While the plant is idle 
changes will be made to give more ef- 
ficiency and economy in operation. The 
company has let a general contract to 
the Marcus Building Co., Cincinnati, 
for an addition to cost $50,000, includ- 
ing equipment. Most of the equipment 
has been contracted for. 


The Farmers Plow Co., Fayetteville, 
N. C., has been incorporated with a 
capital of $100,000 by W. T. Herndon, 
Sr. and Jr., and W. H. Merritt, to 
manufacture plows and other agricul- 
tural equipment. 





F. H. Allen & Co., Inc., Newark, N. 
J., has been incorporated with a capi- 
tal of $125,000 by John W. Beck, James 
H. Ward, Jr., and Franklin H. Allen, 
26 Lawrence Street, to manufacture 
electrical appliances. 





The Titan Miniature Lamp Co., 281 
Glenwood Avenue, Bloomfield, N. J., has 
been organized to manufacture electric 
lamps. F. M. Merrick, 182 Bay Ave- 
nue, Glen Ridge, N. J., heads the com- 
pany. 





The Hewitt Rubber Co., 240 Kens- 
ington Avenue, Buffalo, N. Y., manu- 
facturer of air brake hose and other 
mechanical rubber goods, has awarded 
contract to the Buffalo Structural Steel 
Co., Mutual Life Building, for a one- 
story addition, 30 x 180 ft., to cost 
about $30.000. 
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A Message to McKinney Dealers 


McKinney Hinge Advertising is a year old. Its aim to lift hinge 
consideration from the background of indifference into the glare of 
human interest is being accomplished. Today hinge usefulness is 
realized more fully. And with this realization a new buying atten- 
tion has been born. 


McKinney Hinge Advertising will continue in 1921. ‘Throughout 
another year the importance of hinges will be impressed upon 
millions in every nook and corner of the country. 


All McKinney Advertising is planned with the McKinney dealer 
in mind. Beside the big magazine advertising which gives promi- 
nence to your store as McKinney Headquarters, a direct appeal is 
made to architects and builders—the biggest class of hinge buyers— 
through magazines given over to their interests. 


Of course it is impossible in this advertising to mention your par- 
ticular store. But by a little effort you can bring advertising results 
direct to your counter and turn them into sales. 


To accomplish this end we are equipped to forward you colored dis- 
play cards -which when featured on your counter or in your window 
will connect your store with McKinney Advertising. Proofs of the 
national advertisements for display purposes are also furnished upon 
request. In addition we will send you a campaign of general hard- 
ware advertisements for your local newspapers. These are furnished 
in electro form with ample space left for display of your name. 


The hardware dealers who have used these publicity methods have 
obtained the most gratifying results from the general McKinney 
Advertising. We deem this significant. 


McKINNEY MANUFACTURING CO., Pittsburgh 


Western Office, State-Lake Bldg., Chicago. Export Representation 


MCKINNEY 


Hinges and Butts 


Also manufacturers of McKinney garage and farm building door 
hardware, furniture hardware and McKinney One-Man Trucks 























Being Products 


Keeps Food Hot or Cold 


For the skating party, camping or 
auto trip or on any other occasion 
where the keeping of liquid or solid 
food at a given temperature is desired, 
the Aladdin Thermalware jar will be 
found very useful. It is the product of 
the Aladdin Industries, 348 North Ash- 
land Ave., Chicago. 

It consists of a glass container, en- 
cased in a thick layer of highly effec- 
tive heat insulating material with an 
outer metal jacket of aluminum. A spe- 
cial insulating seal is said to permit 
unusual results in keeping food either 
hot or cold. This seal will not allow 
but a very small degree of heat to 
travel from the metal jacket to the 
glass container. A four-inch opening 
at the top is provided with a special 
glass stopper. This hole is for filling 
and emptying the contents. An alumi- 
num cup cap fits over the stopper. The 
capacity of the jar is one gallon wet 
measure. 

Ice cream may be kept solid for many 
hours, iced or hot lemonade, tea, coffee 
or any other beverage might be kept 
for hours. Tests for heat and cold re- 
tained by this jar have shown to satis- 

















Aladdin Thermalware Jar 


faction that the jar will keep liquids at 
almost the same temperature for nearly 
12 hours. This claim is explained fully 
by the manufacturer in an illustrated 
circular that any interested hardware 
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dealer may obtain. This circular also 
gives data on other models of tempera- 
ture retaining outfits, and will be sent 
on request. 


Adjustable Playcar 


The Buddy Bug, an adjustable, fold- 
ing playcar, is the product of the Full 

















Buddy Bug 


Mfg. Co., Waukegan, Ill. Two children 
may ride on it at once. One, may 
straddle the saddle with the feet placed 
on the two steel foot rests and the 
other may stand on the strong wood 
covered steel axle, adding to the speed 
of the car by an occasional push with 
the foot. 

The car is adjustable to five different 
sizes and will accommodate comfort- 
ably the average child; from the earliest 
age he may safely ride until he reaches 
8 or 9. To alter the size, the upper 
pin in the steering post is removed and 
the car may be made smaller or larger 
at will. As the frame is lowered the 
seat horizontal, the steering post and 
handle bar however fall back nearer 
the lap of the child. 

The hard wood wheels are painted a 
brilliant red and the sturdy frame of 
western pine is finished on bright yel- 
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low. The axle is made from solid steel, 
insuring in the assembly a durable and 
rigid playcar. 

The Buddy Bug is collapsible and 
comes packed:in a small carton, and in 
the home might easily be placed in a 
closet or on a shelf out of the way. Or 
it might be shipped away to the coun- 
try home for the kiddies to play with 
at the seashore or wherever they spend 
the summer. 

Illustrated circulars are obtainable, 
if interested hardware dealers will ask 
for them from the company. 


Toy Watering Cans Practical for 
Real Use 


Colored brightly to appeal to chil- 
dren, the sprinkling cans made by the 
Wolverine Supply & Mfg. Co., 200 
Fifth Avenue, New York, are offered 
in one or two quart sizes. The entire 
interior is gold lacquered to prevent 
rust. 

The size and care taken in the manu- 
facture of these cans make them useful 
for practical purposes around the 
garden, flower bed or conservatory. 
They are made with long spouts, with 
a perforated head or end to make the 
water sprinkle when the can is tipped 
for pouring out the contents. 

















Wolverine Sprinkling Can 


The manufacturer will be pleased to 
answer all inquiries from hardware 
dealers and will be glad to give out 
further and more detailed information 
on this line. 

















oo 
wo 


December 30, 1920 HARDWARE AGE 


















¥ flap this joyous sea- 
son constitute for you 
f a golden link of sat- 
y (sfaction between 
Y the success which we 
y trust has been pours 
‘ and the success 
@ which we hope map 
¥ be pours. 





RICHARDS. 


WILCOX 











Muror™ 
TRADE 











W. H. Fitch Milton D. Jones P. L. Hoffman 
Pres. & Gen. Mgr. Secy.- Treas. Superintendent 


U-4)-<1-4)-41-41-41-41-41-4)-4)-4L Al -4l-4)-4)-4)-4)-AL ANAS QA ANA AA Ge AA SALAS S SO 8888S 











rem 
\ ‘ N 


An Aid in Repairing Ford 
Transmission 


The holding of the transmission 
bands together while assembling is an 
annoying problem to repair men. The 

















Apco Transmission Tool 


Apco transmission tool, a product of 
the Apco Mfg. Co., Providence, R. I., 
is designed to eliminate this difficulty. 

The clamp shown in the illustration 
holds the bands in perfect alignment 
and is put on instantly. The wrench 
is drop forged, milled to the exact size 
of the adjustment nuts, and the chain 
eliminates the chance of losing the 
wrench in the transmission case. 

The entire tool is finished in black 
enamel and the average repair man 
should be quick to appreciate its ad- 
vantages. 

Packed one in a carton for shipping, 
the tool weighs five ounces. Interested 
hardware dealers may obtain an illus- 
trated circular from the manufacturer. 


Keeps Auto Engine Warm 

Most automobile engines are dis- 
gustingly unresponsive during the cold 
weather period. Every year many 
radiators freeze up, causing the car 
owners expense and trouble. All sorts 
of priming schemes and apparatus are 
available, but all auto men will agree 
that all the cold weather trouble can 
be avoided by only one method, that is 
to keep the car in a warm place, in a 
heated garage. Every garage is not 
equipped with heating plants and worse 
than that, such equipment is usually 
expensive to maintain and must have 
attention two or three times a day, coal 
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EEP your Motor 

Accessory depart- 
ment up to date by 
watching this page 
each week. 











Philadelphia, Pa., helps solve this prob- 
lem with the use of its latest product, 
the Neverout garage heater, a kerosene 
burning heating plant. 

The Neverout is designed to be placed 
in front of the car with the heat pro- 
jector against the radiator. The pro- 
jector is adjustable and will fit any 
car with or without the bumper in 
front. The fuel tank has a capacity of 
one and one-half gallons of kerosene. 
One filling will burn for thirty-six 
hours. It is screened like a miner’s 
lamp and has a burner of special de- 
sign that makes an intense blue flame. 
Many large insurance companies have 
officially approved the Neverout heater. 
The heat generated is sufficient to pre- 
vent the radiator from freezing, to 
assist the flow of lubrication oil and 
keeps the engine warm, so that quick 
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Neverout Garage Heater—Hood Extended 


starting is assured. The heat is suffi- 
cient to make the garage warm enough 


must be shoveled on and ashes removed. to work there in comfort. With this 


The Rose Mfg. Co., 910 Arch Street, 


heater it is not necessary to drain out 
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the water from the cooling system. 

Owners of commercial cars, who are 
forced to keep the vehicles in open 
sheds, are particularly good prospects 
for heaters of this type. 

The manufacturer will be glad to 
send interested hardware dealers illus- 
trated folders telling more about 
Neverout garage heater. 


Stops Wobble Stick Vibration 


Motor cars of all makes and models 
develop annoying squeaks and rattles — 

















Gear Shift Lever with Anti-Rattler 


after the first thousand miles. Some 
of the sounds can be easily traced and 
eliminated with judicious application 
of wrenches and oil or an extra washer. 
The Stewart Mfg. Co., 1527 Jackson 
Street, Oakland, Cal., has made a 
specialty of making replacement parts 
for Chevrolet cars and has among its 
products a gear shift anti-rattler for 
that make car. 

This device slips over the shift lever 
and is clamped to same with a clamp 
and bolt, which holds the stick up 
against the bearing plate at the bottom. 
This simple device is said to stop all 
rattle caused by excessive vibration of 
the wobble stick. After a few thou- 
sand miles of driving with the usual 
amount of necessary gear shifting the 
bearing plates become slightly worn 
and the rattle becomes very annoying 
and grates harshly on sensitive ears. 


The illustration shows the anti- 
rattler in position. It is not at all un- 
sightly, but fits in very neatly. In- 


terested hardware dealers may obtain 
further details on this product from the 
manufacturer. 
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LIST OF PASSENGER VEHICLES 
And Their Spark Plug Requirements 


Size of 
Thread 


Size of 
Thread 
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Name of 
Vehicle 
Moline-Knight 


~ Moon .... 





























Grant Dt casasueds nw” ‘ 
(Jack Rabbit) 74” S.A.E. Great Southern .4%4” SA.E. Palmer Singer ..%” S.A.E. 
Arbenz ....... ” S.A.E. Great Western . 4%” SAE. Partin Palmer ..%4” SAE. 
.E. Halladay .....- WH” SAE. Paterson ...... nw” SAE. 
. Haynes (1916).%” SAE. Pathfinder .....4%% SAE 
Herreshoff .....46" S.A.E. Peerless (Mod- 
. Howard .......44” SAE. els $4 & 55)... 76” SAE 
Hudwn ... . Peerless (Mod- 
” Hupmobile . els 48, 6 cyl., 
Imperial ... Slip Ter'l)... Metric 
a _ International . Pierce-Arrow ...34” 
ville) » Piles 
Briscoe . Premier .. } 
4 + Pullman ...... %” 
Buda Motors . , RCH re 
Buick ....... hr Keehn ~ Regal ....... 
Cadillac on King «ccccee - Remington ... 
Cartercar » Kiseel-Kar .. a eee “yr 
Case wseeee c BEB ccoccece . 
c.G.V. Russell . 
Chadwick % o Aare a” SAE, 
Chaimers .. Saxon a” SAE. 
Chandler .. Scripps-Booth .. 74” SAE. 
Chevrolet . -A.E. Lambert ...... - Simplex 6 cyl...7%”" SAE 
Cino %” S.A.E. Lancia ... Simplex .......Metrie 
Clement-Bayard Metric Lenox . - Spaulding "SAE 
ccccecces 14” S.A.E. Lewis Six « Speedwell ... "SAE 
« Lexington - Standard "SAE 
Columbia + Locomobile ....746” S.A.E. Stearns ........ ” SAE 
Cornilian ......74 ~ Lozier %" - Stoddard-Dayton 74” 
NON ccceue We” S.A.E. Luverne Y Studebaker ..... 
Crawford ..... He” S.A.E. Lyons-Knight .. Metric GR scaccns 
Crow Elkhart .. 76” S.A.E. McFarlan ..... 2%” SAE. Trumbull 
Cunningham ... 76” S.A.E. Madison Re SAR. Ville cccccces 
Daimler Marathon .... pipe = Vulcan ....... 
Darracq Marion ......-36" SA.E. Westcott ...... 
BD wsasces + Marmon ...... 76” SAE. White, 4 cyl. ... Metric 
De Dietrich Maxwell ..... 74” SAE. White, 6 cyl 4” SAEZ 
De Dion Mercedes ......Metric Willys-Kaight .. 4” SAE, 
Detroiter > DOSE cece -20” SAE. Winton ....... *” SAE 
TD vaetecsess P Blown nce Ye" Spec. Weeds .......- “Y" pipe 
Dodge ........ KH" S.A.E. Mitchell (old)..14” pipe Zimmermann ...%4" pipe 
Dorris ....:4.- 76” SALE. Mitchell (new) 36° BAB. Baw -cccccsocs 
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CORRECT SIZE 


means everything in the matter of relative 


spark plug efficiency. 


The HERCULES line 


offers standard and special sizes adapted to 


any and every type of gasoline motor. 


The DISPLAY’ CABINET 


above illustrated carries a size list indicating exactly 


the model and type which should be furnished for 


every car, tractor or commercial vehicle,-and affords 


a convenient and ready reference for the dealer or 


the customer. 


This is only one of the merchandising features offered 


without charge to every dealer. 


Eclipse Manufacturing Company 
Indianapolis, U. S. A. 
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Notes of the Retail Hardware Trade 


VINCENNES, IND.—The Scott Hard- 
ware Co., 1013 Main Street, has been 
incorporated with a capital stock of 
$10,000 to deal in automobile accesso- 
ries, automobile tires, barn equipment, 
bicycles, building paper, churns, cut- 
lery, electrical household specialties, 
farm implements, flashlights, fishing 
tackle, gasoline engines, guns and am- 
munition, harness, incubators, lubricat- 
ing oils, paints, oils, varnishes and 
glass, shelf hardware and washing ma- 
chines. The incorporators are John 
T., Mary A. and Percy E. Scott. 

Sioux City, Iowa.—The Zimmerman 
Co., 321 Nebraska Street, has started 
in business here, and will deal in the 
following, on which catalogs are re- 
quested: Electrical household special- 
ties, heating stoves, kitchen cabinets, 
kitchen housefurnishings, linoleum and 
oil cloth, phonographs, refrigerators, 
sewing machines, stoves, ranges and 
washing machines. 

MONTICELLO, Ky.—The Shearer & 
Casteel Co., doing both a wholesale and 
retail business, has erected a new store 
building 60 x 130 ft., which will house 
a stock of farm implements, wagons, 
etc. 


WORCESTER, MAss.—The Grafton Sq. 
Hardware & Paint Co. has added a line 
of enameled ware and crockery to its 
stock, on which catalogs are requested, 
together with catalogs on a general line 
of hardware. 

CoraL, Micu.—The R. S. Jennings 
Hardware Co., operating a branch store 
at Howard City also, has taken over 
the business of Charles Will & Sons. 


GREENVILLE, MicH.— The Reliable 
Hardware Co. has been established here 
to deal in barn equipment, bicycles, 
builders’ hardware, building paper, 
churns, cutlery, electrical household spe- 
cialties, flashlights, fishing tackle, guns 
and ammunition, heating stoves, pre- 
pared roofing, pumps, shelf hardware, 
stoves and ranges, toys and games, 
washing machines and wheel toys. 


CROPWELL, ALA.—J. R. Shurbet has 
retired from business. 

ROANOKE, ALA—W. W. Wood has 
disposed of his stock to Tomlin Kit- 
chens. 

FRESNO, CAL.—The Eymann-Sunder- 
mann Hardware Co., 734 J Street, in 
business at Parlier, has opened a branch 
store here and requests catalogs on a 
general line of hardware. 

ATLANTA, ILL.—The Hoose Hard- 
ware Co. has taken over the stock of 
Hoose Bros., consisting of a general 
line of hardware, stoves, implements, 
paints, sporting goods, electric supplies, 
pumps, etc. 

PeorIA, ILL.—The Hunter & Streh- 
low Co., 114 South Adams Street, doing 
both a wholesale and retail business, 
is disposing of its stock. 

Rock IsLAND, ILL.—The McKinley 
Hardware Co. has added a line of au- 
tomobile accessories to its wholesale 
and retail stock. 

ROSEVILLE, ILL.—Harry Becker, for- 
merly in business at Smithshire, has 
started in business here. 

SIDNEY, ILL.—Logan & Anders, suc- 
cessors to Van Brundt & Anders, re- 
quest catalogs on automobile acces- 


sories, automobile tires, bicycles, build- 
ers’ hardware, building paper, churns, 
cream’ separators, crockery and glass- 
ware, cutlery, flashlights, furnaces, 
garage hardware, gasoline, guns and 
ammunition, harness, heating stoves, 
heavy hardware, incubators, linoleum 
and oil cloth, paints, oils, varnishes, 
plumbing department, prepared roofing, 
pumps, refrigerators, shelf uardware, 
silverware, stoves, ranges and wash- 
ing machines. 

EVANSVILLE, IND.—The Van Pick- 
erill Hardware Co. has increased its 
capital stock from $150,000 to $250,000. 

Kokomo, INp.—William L. Laughlin 
has purchased the interest of U. J. 
Shoemaker in the wholesale and retail 
business of the Kokomo Hardware Co. 


VINCENNES, IND.—The Scott Hard- 
ware Co., 1013 Main Street, has been 
incorporated with a capital stock of 
$10,000 to deal in automobile acces- 
sories barn equipment, bicycles, build- 
ing paper, churns, cutlery, electrical 
household specialties, farm implements, 
flashlights, fishing tackle, guns and 
ammunition, harness, heavy hardware, 
incubators, kitchen housefurnishings, 
lubricating oils, paints, oils, varnishes 
and glass, prepared roofing, pumps, 
shelf hardware and washing machines. 

SHENENDOAH, Iowa.—The Reynolds 
Hardware Co. has succeeded to the busi- 
ness of the Wanstrand Hardware Co. 
The new owners requests catalogs on 
the following: Barn equipment, bath- 
room fixtures, builders’ hardware, 
churns, crockery and glassware, cut- 
lery, dairy supplies, electrical house- 
hold specialties, flashlights, garage 
hardware, guns and ammunition, heat- 
ing stoves, heavy hardware, incubators, 
mechanics’ tools, paints, oils, varnishes 
and glass, phonographs, poultry sup- 
plies, refrigerators, shelf hardware, 
sporting goods, stoves and ranges, toys 
and games, washing machines and 
wheel toys. 

Croypon, Iowa.—E. A. Rea has pur- 
chased the hardware and implement 
stock of Williams Bros. of Kellerton. 


CoLtony, KAN.—Clark & Son are suc- 
cessors to V. E. Maxwell.’ 

ENTERPRISE, KAN.—Myers & Chand- 
ler now own the stock of the J. F. 
Buhrer Hardware Co., and request cata- 
logs on a line of crockery. 

MELVERN, KAN.—Crawford & Sons 
have taken over the stock of George 
Stevens, consisting of the following, 
on which catalogs are requested: Cream 
separators, farm implements, gasoline 
engines, lubricating oils and washing 
machines. 

STAFFORD, KAN.—The Stafford Hard- 
ware & Implement Co. is erecting a 
brick building, 50 x 150 ft., which will 
be used as a warehouse and display 
room. The firm’s business is both 
wholesale and retail. 

SOUTHBRIDGE, MAss.—J. J. Delehanty 
& Co. has installed a new store front. 
They request catalogs. 


GRACEVILLE, MINN—The G. Q. & 
S. Lumber Co. requests catalogs on 
barn equipment, bathroom fixtures, 
builders’ hardware, building paper, 
furnaces, garage hardware, guns and 
ammunition, kitchen cabinets, kitchen 
housefurnishings, mechanics’ tools, 


paints, oils, varnishes and glass, pre- 
pared roofing and shelf hardware. 

PEQquoT, MINN —W. G. Whitney has 
commenced business here, handling the 
following, on which catalogs are re- 
quested: Barn equipment, belting and 
packing, builders’ hardware, building 
paper, churns, crockery and glassware, 
cutlery, dairy supplies, electrical house- 
hold specialties, electrical supplies and 
equipment, flashlights, fishing tackle, 
guns and ammunition, hammocks and 
tents, heating stoves, heavy hardware, 
home barbers’ supplies, incubators, in- 
secticides, kitchen housefurnishings, 
linoleum and oil cloth, lubricating oils, 
mechanics’ tools, paints, oils, varnishes 
and glass, prepared roofing, pumps, 
sewing machines, shelf hardware, 
silverware, sporting goods, stoves and 
ranges, toys and games, washing ma- 
chines and wheel toys. 

BerGceR, Mo.—Bade & Ruetter are 
successors to Bade Bros. 

RAYMONDVILLE, Mo.—Boyt & May- 
field are the new owners of the T. S. 
Craig hardware store. Catalogs re- 
quested on churns, guns, etc. 


EKALAMA, MONT.—The W. H. Peck 
Co. is purchaser of the Benjamin Davis 
stock. 

ELKHORN, NeEB—Bull & Glandt, 
owners of a hardware store here, re- 
quest catalogs on barn equipment, bath- 
room fixtures, belting and packing, 
bicycles, builders’ hardware, churns, 
cream separators, cutlery, dairy sup- 
plies, electrical household specialties, 
electrical supplies and equipment, farm 
implements, flashlights, fishing tackle, 
furnaces, guns and ammunition, heat- 
ing stoves, heavy hardware, incubators, 
kitchen housefurnishings, mechanics’ 
tools, plumbing department, poultry 
supplies, pumps, shelf hardware, sport- 
ing goods, stoves and ranges, tin shop, 
toys, games and vulcanizing depart- 
ment. 5 


ERICSON, NEB.—Martz Bros., 0 
have bought the business of T. #1NQ 
Whilock, request catalogs on the folla@- 


ing lines: Barn equipment, belting andey 


packing, builders’ hardware, churfps, - 


cream separators, crockery and glass- qy 


ware, cutlery, farm implements, flash- 


lights, fishing tackle, garage mag itso EA 


guns and ammunition, harness, heating 


stoves, home barbers’ supplies, incu- 
bators, insecticides, kitchen housefur- 
nishings, linoleum and oil cloth, lubri- 
cating oils, mechanics’ tools, paints, oils, é4 
varnishes and glass, poultry supplies, 


pumps, shelf hardware, silverware,"¢ 
sporting goods, stoves and ranges, 

washing machines and wheel toys. ‘a 
REYNOLDS, N. D.—Michael Sersen 


requests catalogs on a line of hardware g# 


and tinware. 


TAHLEQUAH, OKLA.—The David King GA 


Hardware & Furniture Co., successor 
to W. Hudson, requests catalogs on 
churns, crockery and glassware, cut- 
lery, farm implements, flashlights, fish- 
ing tackle, guns and ammunition, heat- 
ing stoves, kitchen cabinets, kitchen 
housefurnishings, linoleum and _ oil 
cloth, lubricating oils, mechanics’ tools, 
paints, oils, varnishes and glass, re- 
frigerators, shelf hardware, silverware, 
stoves and ranges, toys, games and 
wheel toys. 





